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and REFRIGERATION NEWS 


new low price: 


The 1938 Directory is an absolute necessity 
to anyone who has the responsibility for $1.00 


buying refrigeration and — air-conditioning 


Contents of 
1938 Directory 


The new 1938 Directory 


per 


products. Manufacturers are listed and 


classified by products. This is an entirely copy 


new Directory. Every name has been carefully 


(No. D-1) is designed 


especially for the buyer 


checked. Each type and variety of equipment of refrigeration and air- 


oe vn ON Whee, @G0 sce One, 
Is accurate ly described. This 252 page hook conditioning products. 
is ready for immediate delivery and the price -_ ‘ 
; The data is arranged 
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Se Sea SOE ee tioning systems and equipment: 
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refrigeration and equipment: 
Enelosed is S100 Send the 1938 Refrigeration & An t 7 . 1 I 


Conditioning  Direetors No Del. listing manufacturer (3) Manufacturers of household 


by products 


addresses: and = (7) Alphabetic 
Note: Add 50 cents to the total amount of your order for 


BOOKS if shipment is to be made outside of the United States. cross index of classified products. 
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The Newspaper of the Industry 


VoL. 23, No. 7, SERIAL No. 465. 


ISSUED EVERY WEDNESDAY 


71,544 Units Is 
‘37 Sales Total 


For Philadelphia 


Big Gain Shown Over ‘36; 
December Down 13%; 
Average Price $175 


PHILADELPHIA~—Sales of house- 
hold electric refrigerators in the 
Philadelphia territory during 1937 
totaled 71,544 units, an increase of 
12% over the 63,804 units sold in 
1936, according to reports by dis- 
tributors and dealers to the Electrical 
Association of Philadelphia. 

Dollar volume of sales during 1937 
totaled $12,534,463, a gain of 13% 
over the 1936 volume, which amount- 
ed to $11,058,104. Average price of 
units sold in 1937 also increased $2, 
going to $175 from an average of 
$173 during 1936. 

In all but four months of the year, 
1937 sales showed increases over the 
comparable period of 1936. Largest 
monthly increase was in February, 
when the 6,119 units sold represented 
a gain of 67% over 3,657 sales in 
that month in 1936. Biggest drop 
was registered in December, the 1937 
sales of 3,240 units being 13% below 
the 1936 figures for the month, 
3,714 units. 

The period February through July 
was the “big sales season” for 
Philadelphia area dealers last year, 
almost 70% of the total year’s sales 


(Concluded on Page 2, Column 4) 


1937 World Sales 
2,500,000 Units 


DETROIT--American manufactur- 
ers made total world sales of 
2,500,000 household electric refriger- 
ators to distributing outlets during 
1937, according to estimates made 
by AIR CONDITIONING & REFRIGERA- 
TION NEWS upon receipt of complete 
figures for the year issued by the 
Household Refrigeration Section of 
the Refrigeration Division of Na- 


tional Electrical Manufacturers As- 
sociation (Nema). 
Sales in the U. S. only last year 


amounted to 2,300,000 units, accord- 
ing to the estimate. This makes an 
estimated total of 11,251,000 electric 
refrigerators in use in the U. S. as 
of Dec. 31, 1937. Market saturation, 
based on this total, is 49.3%. 

Average retail price of the refrig- 
erators sold in this country during 
1937 was calculated to be $173. 

World sales to distributing outlets 
during December was estimated at 
119,000 units. December sales by 
manufacturers who are members of 
the Nema Refrigeration Division were 
reported as 113,132 units, while world 
sales for the Nema group in 1937 
totaled 2,394,659. 

World sales in December of com- 
mercial refrigerating machines by 14 
manufacturers who report sales to 
the Commercial Refrigeration Section 
of the Refrigeration Division of Nema 
amounted to 7,291 units, bringing the 
total for the year reported by this 
group to 250,964 units. 


Burton Heads West Zone 


For Universal Cooler 


DETROIT—-J. L. Burton, former 
manager of domestic contract sales 
for Universal Cooler Corp., has been 
appointed western zone manager for 
the company, according to F. S. 
McNeal, president. He will maintain 
headquarters in Los Angeles. 

Before coming to Universal, Mr. 
Burton was connected with Kelvin- 
ator of Canada, Ltd. at London, Ont., 
for six years, first as manager of 
the Toronto, Ont., branch and later 
as zone manager. 


ioning & Refrigera 


Trade Mark Registered U. S. Patent Office. 


Established 1926 as Electric Refrigeration News 


Member Audit Bureau of Circulations. Member Associated Business Papers. 


Entered as second-class 
matter Aug. 1, 1927 


Parts Makers To 
Discuss Site For 
Next Convention 


CHICAGO—A special meeting of 
the board of directors of the Refrig- 
eration Supplies and Parts Manufac- 
turers’ Association has been scheduled 
for Feb. 17 in the bungalow in the 
tower of the Morrison hotel for the 
primary purpose of setting the date 
and place and making preliminary 
preparations for the association's 
convention this fall, according to 
R. M. McClure, executive secretary. 

Executives of all member compa- 
nies have been invited to attend this 
meeting and to submit to the execu- 
tive secretary by mail any sugges- 
tions which they may have or any 
problems which they feel that the 
board should discuss. 

Directors of the National Refrig- 
eration Supply Jobbers Association 
are holding a meeting at the Morrison 
on Feb. 17 and 18, during which they 
too will determine when and where 
they will hold their annual meeting 
this year. 


U. S. Removes Bans 
On Australian Goods 


WASHINGTON, D. C.--Strained 
trade relations which have existed 
for nearly two years between the 
United States and Australia have 
been restored to normal, the State 
Department has announced. 

Australia has been placed on the 
list of countries entitled to receive 
“most-favored-nation” treatment and 
generalization of concessions granted 
in all reciprocal trade agreements 
the United States may negotiate. 

Since August, 1936, Australia had 
been listed, with Germany, as a 
country the products of which should 
not be accorded generalization of 
benefits. This listing was made by 
President Roosevelt under authority 
of the Trade Agreement Act, which 
says that such generalization may 
be withheld from the products of any 
country which discriminates against 
the commerce of this country. 

Made public by the State Depart- 
ment was a note which the American 
consul general at Sydney had com- 
Page 2, Column 5) 


(Concluded on 


| 
| 
| 


At Long Last! New 
Cooking School 
Ideas - - Pg. 6 


Cooking schools are just cooking 


schools to most distributors and 
dealers. Some favor, others spurn 
them. But little or no_ original 


thinking on this method of obtaining 
prospects and arousing interest in 
kitchen appliances has been _ pre- 
sented for years. 

On page 6 of this issue, however, 
novel methods of making something 
out of the cooking school idea-—as 
practiced by a furniture store and a 
department store in Oakland, Cali- 
fornia—are brought to light. 

These plans are outlined in detail 


for the benefit of dealers who are 
bored with their present cooking 
school programs, and dealers who 


have never felt like using this form 
of promotion. 


TVA Area Appliance 
Sales Increased 76%; 
Refrigerators Lead 


CHATTANOOGA, Tenn.-Consum- 
ers of electricity supplied by munici- 
pal and cooperative electric member- 
ship associations in the Tennesee 
river valley which purchase electric 
power in wholesale quantities from 
the Tennessee Valley Authority 
spent more than $2,000,000 for elec- 
trical appliances during 1937, TVA 
officials have reported. 

This figure represents an increase 
of 76.1% over the $1,033,817 worth 
of household appliances purchased by 
these consumers during 1936. 

Retailers of electrical equipment 
reported sales to TVA consumers in 
1937 of $1,120,583 worth of house- 
hold appliances and $114,277 worth 
of commercial equipment. This re- 
port did not include sale of electric 


motors for use in rural areas, the 
Authority said. Addition of this 
figure would push total sales well 


over the $2,000,000 mark. 
Retail sales of residential or house- 


hold appliances were divided as 
follows: 5,528 refrigerators; 1,982 
ranges; 1,595 washers; 794 water 


heaters; 61 ironers; 9,604 miscellane- 
ous appliances. 


(Concluded on Page 2, Column 2) 


‘Gift-Of-The-Month’ Promotion Off 
To Flying Start In Milwaukee 


130 
are 


MILWAUKEE More than 
Milwaukee appliance’ dealers 
cooperating with Milwaukee Electric 
Railway & Light Co. in the recently 
announced ‘“gift-of-the-month” coor- 
dinated campaign on electrical appli- 
ances in 1938, reports Fred _ E. 
Ericksen, the _ utility’s advertising 
manager. 

Dealer at the meeting 
was announced 


attendance 
at which the plan 
exceeded 800, Mr. Ericksen reports. 
Entry blanks in the first month’s 
contest, which closes Feb. are 
arriving in increasing numbers. 
The original run of entry blanks has 
been exhausted, and a repeat run 
was necessary. 

Cooperation from dealers has been 
exceptional, Mr. Ericksen says, and 
dealers who were unable to attend 
the meeting at which the plan was 
announced are requesting that they 
be permitted to cooperate in the 
campaign. 

The “‘gift-of-the-month” plan is 
designed to identify and popularize 
locations of electrical appliance deal- 
ers’ stores, to bring more people into 
dealers’ stores, to create widespread 
interest in a particular electrical 
appliance every month, and to make 
residents of the Milwaukee trade 
area more “electrical appliance’”’ 
conscious. 

Each month during 1938, February 

December inclusive, the Electric 


25, 


to 


Co 
in 


conduct a limerick contest 
with participating 
electrica) appliance 
awarded each month 


will 
cooperation 
dealers. Major 
prizes will be 
as follows: 

February, two washing machines, 
retail value not to exceed $100 each; 
March, two radios, retail price not 
to exceed $100 each; April, one elec- 
tric refrigerator, retail price not to 
exceed $200; May, one electric range, 
retail value not to exceed $200; June, 
one electric refrigerator, retail price 
not to exceed $200. 

July, seven electric roasters, retail 
price not to exceed $30 each; August, 
one electric refrigerator, retailing at 
not more than $200; September, one 
electric range, retailing at not more 
than $200; October, two radios, re- 
tailing at not more than $100 each: 
November, two electric ironers, re- 
tailing at not more than $100 each: 
and December, small appliances, total 
retail prices not exceeding $200. 

Prizes may be selected by the win- 
ners from the stock of any partici- 
pating dealer in the company’s ter- 
ritory, and the utility will reimburse 
the dealers from whom the gift has 
been selected for the full retail price. 


The monthly limerick contest, on 
which the prize awards are based, 
is open to all Milwaukee Electric 


Railway & Light Co. residential and 
rural electric service customers, and 


(Concluded on Paqe 2, Column 1) 
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Universal Cooler’s 


| 


| 
New Room Cooler 


Priced Under $300 


DETROIT—A new 
cooler which will be sold direct to 
stores and will retail at less than 
$300 has been announced by Uni- 
versal Cooler Corp. 

The new unit cleans, cools, 
midifies, and circulates air. It is 
designed for use in homes, offices, 
small shops, hospital or hotel rooms, 
and similar locations, according to 
H. A. D’Arcy, Universal Cooler’s 
domestic sales manager. 

Equipped with a %-hp. water- 
cooled compressor using Freon re- 
frigerant, the conditioner has a 
capacity of 9,000 B.t.u. per hour 
(A.S.R.E. rating). 

Its furniture-steel cabinet, finished 
in grain walnut, measures 391. inches 
high, 32 inches wide, and 19% inches 
deep. Removable panels afford access 
to the entire mechanism. 

Installation of the unit is said to 
entail only three pipe connections 
and one electrical connection. 


portable room 


dehu- 


Hannah To Manage 
Brunswick In N. Y. 


CHICAGO-—H. D. Laidley, general 
sales manager, appliance _ division, 
Brunswick-Balke-Collender Co., an- 
nounces the appointment of L. J. 


Hannah as New York district man- 
ager. 
Mr. Hannah was at one time 


Chicago manager of Campbell Ewald 
Co., and for several years operated 
his own advertising agency in Chi- 
cago. More recently he has been an 
account executive with the Blackman 
Co. and the Ferry-Hanly Co., adver- 
tising agencies. 

Mr. Hannah is well remembered 
by the pioneer sales and advertising 
managers of the electric refrigera- 
tion manufacturers as the producer 
of a series of advertisements which 
met unanimous approval of the com- 
mittee in charge of the first coopera- 
tive advertising campaign which was 
launched by the Refrigeration Manu- 
facturers Council back in 1926. 

At a time when few precedents 
had been established regarding proper 
methods of educating the public to 
an understanding of electric refrig- 
eration and when the representatives 
of the various manufacturing compa- 
nies were engaged in heated discus- 
sions regarding sales appeals and 
advertising policies, Mr. Hannah sub- 
mitted a series of layouts and copy 


which stirred the enthusiasm of the 
entire committee This series of 
advertisements helped materially in 


coordinating the efforts of the various 
competitive manufacturers. 


McMullen To Oversee 
Frigidaire Standards 


DAYTON Promotion of Cc. W. 
McMullen, assistant chief inspector, 
Frigidaire Division, General Motors 
Corp., to manager of Frigidaire’s 
standards division, has been an- 
nounced by E. G. Biechler, Frigid- 
aire’s general manager. 


Mr. McMullen succeeds Harry M. 
Williams, who resigned to become 
director of research of National Cash 
Register Co. In his new position, 
Mr. McMullen will be responsible for 
maintaining the quality of materials 
and production in the _ Frigidaire 
plants. 

In 1913, at the age of 16, Mr. Mc- 
Mullen went to work in the tool room 
of the Dayton Engineering Labora- 
tories Co. (Delco) as an apprentice, 
continuing his education by studying 


during his off time at Dayton Co- 
Operative high school. 

Six years later he became tool 
inspector at Delco-Light Co., and in 


1920 was made foreman of produc- 
tion inspection. In 1921 he was 
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Written to Be Read on Arrival 


Four DOLLARS PER YEAR 
TWENTY CENTS PER Copy 


Dealers Urged 
To Use ‘Heart 
Throb’ Appeal 


Picturing Appliances’ Thrill 
Aid To Sales, Wisconsin 
Contractors Told 


MADISON, Wis.—Appliance mer- 
chandising was a major discussion 
topic with the more than 100 electri- 
cal contractors and dealers who 
attended the annual convention of the 
Wisconsin Electrical Association here 
Feb. 6-8. 

Otto E. Braun, vice president of 
Harloff Electric Co., Madison con- 
tracting firm retailing appliances, 
told contracting members of the 
association that “it is up to you” to 
“reap the harvest” in the appliance 
merchandising field, but cautioned 
his listeners that they “must be 
equipped with the knowledge and the 
tools to get this business. 

Discussing “Why the Electrical 
Contractor Should Merchandise Ap- 
pliances,”’ Mr. Braun pointed out that 
electrical merchandising has become 
highly competitive, that appliance 
Selling is a business that requires 
attractive displays and trained help. 

“An electrical contractor should 
merchandise only if he has a man 
who understands this phase of the 
industry, or if he himself can devote 
his time to this end of his business,” 


he said. 
“Women aren't reasonable in the 
technical definition of the term. 


They are governed more by emotions 
than by logic. In thinking of the 
logic of electrical appliances, we 
have too often neglected the ‘heart 
throb’ of them; the thrill, the pleas- 
ure, the enjoyment, the allure they 
make possible. 

“The electrical dealer must handle 
appliances that have eye appeal and 
still are practical. Makers of the 
so-called ‘standard’ types of appli- 
(Concluded on Page 2, Column 3) 


Philipp New Cichees 
Of Nema Committee 


NEW YORK CITY—Dr. L. A. 
Philipp, director of laboratories for 
the Kelvinator division of Nash- 
Kelvinator Corp., was appointed 
chairman of the technical committee 
of the Household Section of the 


Refrigeration Division of National 
Electrical Manufacturers Association 
(Nema) at the annual Nema meeting 
here last week. 

Dr. Philipp succeeds 
liams, Frigidaire engineer, who re- 
cently joined the National Cash 
Register Co. as director of research. 

S. M. Schweller succeeds’ Mr. 
Williams as the Frigidaire represen- 
tative on the committee. 

Other business at the meeting was 
with inter-association af- 


Harry Wil- 


concerned 
fairs. 


Schools On Commercial 


Refrigeration Planned 
By Westinghouse 


MANSFIELD In one of the most 
extensive field educational programs 
yet attempted on commercial refrig- 
eration, two “flying squadrons” from 
the commercial refrigeration depart- 
ment of Westinghouse Electric & 
Mfg. Co. will tour the country and 
hold schools for the sale, application, 


and installation of the company’s 
commercial refrigeration systems. 
From 90 to 95% of the trouble 


experienced in the field, the company 
has found, is due either to inexperi- 
ence with the equipment itself, or 
lack of experience with its applica- 
tion or installation. 

Approximately 30 schools will be 
held, with headquarters executives in 
(Concluded Page Column 3) 
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Milwaukee Dealers Swing Into Action As 
Utility Backs Contest Promotion Plan 


(Concluded from Page 1, Column 3) 
members of their families. Limerick 
contest judging committee will be 
composed of two representatives of 
the electrical industry, one from the 
newspaper field, one from the Klau- 


Van Pietersom-Dunlap advertising 
agency, and one from the Electric 
Co. 


Extensive advertising will back up 
the ‘“gift-of-the-month” campaign. 
Opening the drive was a preliminary 
announcement of the limerick con- 
test in four Milwaukee metropolitan 
dailies on Jan. 24 and 25. 

Other newspaper advertising will 
include a series of large space in- 
sertions showing pictures of partici- 
pating dealers, and their store 
addresses. From February to Decem- 
ber, limerick contest advertisements 
will appear twice a month in Mil- 
waukee and suburban newspapers. 
A total of 36 newspapers will be used. 

Each advertisement will inform 
the public that official entry blanks 
in the contest must be obtained from 
one of the cooperating dealers. Ad- 
vertisements will be signed by 
“Greater Milwaukee Appliance 
Dealers and the Electric Co.” The 
utility will bear the entire expense 
of this advertising. 


RADIO, BILLBOARDS USED 

Radio advertising will include 
frequent announcements each week of 
the limerick contests over stations 
WTMJ, WISN, and WEMP. 

The utility also will furnish 
dealers with paper for posting up 
to 105 billboards per month, space 
cost to be shared by dealers and the 
utility. The Electric Co.’s name will 
not appear on the posters, which 
will play up the contest of the month 
and the participating dealer’s name. 
Dealers need not contract for any 
poster space, and dealers who wish to 
use more than one board may do 
so, if the 105 posters are not all 
spoken for by others. 

Twice-a-month signs on the dashes 
of street cars also will be used to 
promote the contest, and dealers 
will be provided with window 
streamers twice monthly, featuring 
the limerick contest. 

Entry blanks containing the 
month’s limerick will be supplied 
all participating dealers. On each 
blank is a space in which the 
entrant is asked to indicate the name 
and address of the dealer from whom 
he wishes to select his appliance, in 
the event he wins. Space also is pro- 
vided for the entrant to list the 
appliances he now has. 

At the end of each month’s con- 
test, all entry blanks bearing a 
dealer's name will be returned to 


that dealer for his future use and 
follow-up. 

Dealer bulletins, containing sug- 
gestions for window trims, news of 
interest concerning the contest, 
progress of the plan, sales helps, etc., 
will be sent out monthly by the Elec- 
tric Co. 

Announcements of the “gift-of-the- 
month” limerick contest will be at- 
tached to electric service bills going 
to 220,000 customers of the utility 
during February. 

To qualify for participation in the 
contest, dealers are required to dis- 
play the “gift-of-the-month” appli- 
ance in their show windows, use 
window streamers as furnished by 
the utility, and have on hand and 
distribute the monthly official entry 
blanks. Dealers may start participa- 
tion in the plan any time within the 
year, and stay in as many months 
as they choose. 

For 1938, the Electric Co. has set 
a quota for the Milwaukee area of 
3,250 electric ranges, 15,000 electric 
refrigerators, 1,250 electric water 
heaters, 25,000 electric cookers, and 
25,000 “better sight’? lamps. 

Sales during 1937 include 2,770 
ranges, 13,500 refrigerators, 980 
water heaters, 24,000 electric cook- 
ers, and 20,000 lamps. 

On electric ranges and water 
heaters, the utility has a dealers’ co- 
operative sales plan which includes 
financing of instalment sales con- 
tracts, home demonstrations, servic- 
ing during the guarantee period, 
public demonstrations of electric 
cooking, and consistent advertising. 
Dealer contact men on _ electric 
ranges and water heaters also are 
available to assist in smoothing out 
sales problems. 


Appliance Sales Increased 


76% In TVA Area 


(Concluded from Page 1, Column 3) 

The number of customers served 
by municipalities and cooperatives 
retailing TVA power increased 48.9% 
during 1937. Total residential cus- 
tomers on the lines of these agencies 
in December, 1937, was 30,203, com- 
pared with 20,299 in December, 1936. 
These figures exclude all government 
reservations. 

The difference between the _ per- 
centage increase of customers and 
that of appliance sales_ indicates, 
according to local dealers’ reports, 
that a large number of appliances 
were purchased by consumers who 
had been receiving TVA service for 
more than a yer. 


PORCELAIN ENAMEL INSTITUTE, INC. 
-_ orm, Michigan wsiened 


Chicago 4 


1937 1936 

Units Units 

Month Sold Sold 
PN bas 86 cis dey 3,135 2,532 
De a ee 6,119 3,657 
AP ech aie aw re 9,051 7,668 
2 Ee a 9,452 9,870 
| ER ae 9,743 9,911 
ME cate nese ani 9,103 6,641 
ee 7,435 6,409 
0 rer er 4,725 3,951 
September ....... 3,762 3,591 
| October 2,456 2,695 
November ........ 3,323 3,165 
December ...... 3,240 3,714 
sean 71,544 63,804 


Philadelphia Dealers Sold 71,544 Boxes In 1937 


At an Average 


Sales By Philadelphia Electric Co. 


1937 1936 
Units Units 

Month Sold Sold 
January - 96 81 
February 191 160 
March , <a : 457 372 
PS. ae pac 809 810 
May .... P é 892 867 
ore ; 850 768 
CURT 2690 ' ; 623 625 
August eee ; 500 126 
September ....... : 288 297 
October... 7 ; 118 133 
INOVOMIDED ci ccicesace 83 126 
December... ‘ 149 128 
Totals 5,056 4,793 
Note: Utility sales approximate 7% 

Report covers sales in Philadelphia, 

Report includes sales of the 

Hotpoint, Kelvinator, Leonard, 


Contractors Advised 
To Cultivate Farmer 
For Appliance Sales 


(Concluded from Page 1, Column 5) 
ances have only recently realized 
that their products must have plenty 
of eye appeal. Let us remember that 
women still do most of the buying 
of appliances. The things we sell 
must appeal to them. 

“The dealer in the rural communi- 
ties, because of the REA program, 
has had a large and fertile field 
opened up for him, yet he has been 
slow to take advantage of it. The 
farmer himself has also been slow 
to put appliances to work on the 
farm. He must be sold on the idea 
that electricity can become his 
cheapest hired man, that with elec- 
trical appliances to do his work he 
will have more time for leisure. 

“Here again we must appeal to 
the farm woman. She is no different 
than her city sister. She wants pleas- 
ures, she enjoys leisure; she, too, is 
seeking the way to gracious living. 
Her emotions are no different than 
those of the city woman.” 

Roy Springer, Superior, was _ re- 
elected president of the association. 
Other officers are R. J. Nickles, 
Madison, vice president; William 
Merkel, Marshfield, treasurer; and E. 
H. Herzberg, Milwaukee, executive 
secretary. 


McMullen Is Standards 
Director For Frigidaire 


(Concluded from Page 1, Column 4) 
placed in charge of receiving inspec- 
tion, and checked in Frigidaire parts 
and other equipment brought to 
Dayton when Frigidaire was 
from Detroit 

On Oct. 10, 1921, he personally 
attached the inspection department's 
approval tag to the first Frigidaire 
built in Dayton. In 1925 he was 
named assistant chief inspector, the 
position which he leaves to become 
manager of standards 


moved 


Cal Mitchell Joins Bendix 
As Regional Manager 


Calvin D 
district 


CHARLOTTE, N. C 
Mitchell has resigned as 
manager for Kelvinator Division, 
Nash-Kelvinator Corp. in this terri- 
tory to accept the position of region- 
al sales manager for Bendix Home 
Appliances, Inc 

He will cover the states of North 


and South Carolina, Georgia, Ten- 
nessee, Virginia, Alabama, and 
Florida, and will establish regional 


headquarters offices here. 


following 
Norge, 


1935 1937, Inc 1937 

Units Or Decrease Retail 
Sold Over 1936 Value 
718 424% $ 524,071 
2,634 +67% 1,076,607 
6,357 +18% 1,570,635 
6,652 4% 1,638,226 
7,885 2% 1,695,279 
5,936 +-37% 1,608,916 
6,290 116% 1,312,554 
4,035 $19% 838,164 
2,730 1 5% 640,713 
2,330 8% 420,742 
1,839 1 5% 600,496 
2,362 13% 608,060 
49,768 +12% $12,534,463 

1935 1937’, Inc. 1937 

Units Or Decrease Retail 
Sold Over 1936 Value 
53 4.19% $ 18,290 
104 $19 36,658 
302 1.23% 87,763 
566 002; 157,812 
719 1 2% 177,393 
715 111% 172,633 
685 004; 128,175 
513 117% 102,259 
263 3% 57,885 
122 11"; 22,855 
113 34% 16,719 
108 + 16% 28,535 
4,263 1 5% $1,006,977 


of total sales. 


Bucks, 
makes: 
Sparton, 


Montgomery, 
Apex, Coldspot, 
Stewart- Warner, 


Crosley, 


Sales In Philadelphia 
During ‘37 Showed 
Less Seasonal Trend 


(Concluded from Page 1, Column 1) 
being made during that six months’ 


stretch. The year’s two _ highest 
months, however, April and May, 
were 4% and 2% below the same 


months of 1936, despite their sales 
totals of 9,452 and 9,743 units, re- 
spectively. 

In retail sales value, six months 
of last year showed totals in excess 
of $1,000,000, compared with five 
months of 1936 showing similar vol- 
ume figures. 

Sales by Philadelphia Electric Co. 
only totaled 5,056 units during 1937, 
an increase of 5% over the 4,793 
units sold by the company during 
1936. Volume of sales, however, was 
up 11%, totaling $1,006,977 compared 
to $904,892 in 1936. 

April, May, and June were the 
company’s best sales months. 

Average price of units sold by the 
utility company was $199, compared 
with an average price of $188 in 
936, an increase of $11. Utility 
company sales approximate 7% of 
total sales in the territory. 

The report covers sales 
Philadelphia, Bucks, Chester, Dela- 
ware, and Montgomery counties, and 
includes the following makes of 
refrigerators: Apex, Coldspot, Cros- 
ley, Frigidaire, Copeland, General 
Electric, Grunow, Hotpoint, Kelvin- 
ator, Leonard, Norge, Sparton, 
Universal, and 


made in 


Stewart-Warner, 
Westinghouse 


Delaware, and Chester 
Frigidaire, 
Universal, and 


Price Of $175 


1936 1937, Inc 1937 1936 
Retail Or Decrease Average Averag: 
Value Over 1936 Price Price 
456,989 +15% $167 $181 
681,667 4.57% 175 186 
1,349,089 4.16% 173 176 
1,718,797 4% 173 174 
1,719,936 — 1% 174 173 
1,108,942 +45% 177 167 
1,113,894 4+-17% 176 174 

653,911 1.28% 177 166 

633,389 1. 1% 170 176 

154,065 8% 171 168 
508,333 $17% 180 161 
659,092 8% 187 177 

$11,058,104 113% $175 $173 

1936 1937°. Inc. 1937 1936 
Retail Or Decrease Average Average 
Value Over 1936 Price Price 
$ 16,718 1 9% $190 $206 

29,623 123% 192 185 

70,191 125° 192 188 
152,348 1. 3% 195 188 

163,008 1 8% 198 188 

143,474 + 200% 203 186 

117,088 1 9% 206 187 

81,241 1 25% 204 190 

56,933 1 1% 200 191 

28,005 18°; 194 210 

22,715 26% 200 180 

23,548 121% 191 184 
haahnean 121% 


$199 


Counties. 
Copeland, 
Westinghouse. 


U. $.— Australia Reach 
Trade Agreement 


General Electric, Grunow 


(Concluded from Page 1, Column 2) 
municated to the Australian govern- 
ment. The note reads: 

“I am instructed by my govern- 
ment to inform you that, on the 
basis of the announcement made by 
the Government of Australia on Dec. 
7, 1937, of its intention to abolish 
import restrictions and of action 
subsequently taken which effectively 
restores to American exporters with- 
out discrimination the market possi- 
bilities they formerly enjoyed in 
Australia, the President of the United 
States has directed that, beginning 
Feb. 1, 1938, the products of Austra- 
lia entering the United States shall 
thenceforth be accorded most-favor- 
ed-nation tariff treatment.” 


Discrimination against American 


commerce was the result of the 
addition by the Australian govern- 
ment of a system of licenses for 


imports. Licensing officials were 
instructed not to permit the entry of 
any goods on an established list 
which came from any country with 
which Australia had an unfavorable 
trade balance. 


Servel Directors Declare 
25-Cent Dividend 


EVANSVILLE, Ind.—Directors of 
Servel, Inc. have declared the regu- 
lar quarterly dividend of 25 cents 
per share on 1,781,426 outstanding 
shares of common stock, payable 
March 1 to stockholders of record 
Feb. 16 


SMALL STAMPINGS—WIRE FORMS 


SPRINGS—VARIOUS TYPES 


WASHERS — PLAIN, SPRING, SPECIAL 


have solved countless design and manufactur- 


ing problems. 


Let us know whot yours is. | 


Design consultant services at your disposal. 


It will pay you to inquire. 


M. 0. HUBBARD Pres 


. M. HUBBARD 


Seek. 
JA, HUBBARD. sect 


M.D.Hubbard Spring Gom pany 


633 CENTRAL AVE., PONTIAC, MICH. 
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Frigidaire’s National Advertising Starts 
February 15th in these publications: 


The Saturday Evening Post Cosmopolitan Better Homes & Gardens 
Ladies’ Home Journal Collier’s Holland’s 

Woman’s Home Companion Liberty Household 

Good Housekeeping Life Woman’s World 
American Magazine McCall's Graduate Group 
American Home True Story Electricity on the Farm 


Plus hundreds of the country’s leading newspapers . . . 


thousands of colorful billboards 
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Major Uppliances 


Faith Richards Heads 


Bendix Education 


SOUTH BEND, Ind.—Faith Rich- 
ards, lecturer and instructor in the 
domestic equipment industry, has 
been appointed home laundry educa- 
tional supervisor for Bendix Home 
Appliances, Inc., according to an 
announcement by Judson S. Sayre, 
vice president in charge of sales. 

Miss Richards will work through 
distributors in giving demonstra- 
tions and instruction in modern 
laundry methods before dealers and 
salesmen. She also will conduct 
educational courses for salesmen. 

For the past two years, 
Richards had been sales promotion 
and traveling trade representative 
of the home laundry division of 
Fairbanks, Morse & Co. 


Miss | 


| 
} 
| 
} 


1,820,877 Home Laundry 
Units Were Shipped 
During 1937 


CHICAGO—-Shipments of 1,820,877 
home laundry appliance units, in- 
cluding 1,642,019 washers and 178,585 
ironers, have been reported for 1937 
by J. R. Bohnen, secretary of the 
American Washing Machine Manu- 
facturers’ Association. 

The total is a decrease from the 
shipments of 1936, the association’s 
highest year, when 1,909,416 units, 
comprised of 1,729,135 washers and 
180,281 ironers, were reported. 

Washers retailing at $70 or more 
amounted to 42.6% of all washers 
shipped in 1937, Mr. Bohnen an- 
nounced, as compared with a 31.9% 
proportion in 1936. 


On every count the decision goes to Combustioneer as 
it puts the Kayo on competition and leads all the 
way in the field of Automatic Coal Heating. 


rE  O.. ati ous PIONEER 


Proved engineering—research—and manufacturing and 
testing facilities under one roof protect your reputation. 


2) IT's Cmbusloneen —THE PRECISION-BUILT | 


Highest standards of precision-built manufacture insure 
dependable and economical operation. 


é) IT’S Gnbuslionecr —THE SALES LEADER 


Nine exclusive and demonstrable construction and con- 
venience features give you unquestioned sales leadership. § 


 O.. Gnbustionecn —THE PROFIT MAKER 


Sound price and discount structure, powerful sales plans 


WEES 


and national advertising assure you bigger, quicker profits. 


Write for details to Combustioneer, Springfield, Ohio. 


Por ear * 
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Mt 8 ay lose 


AUTOMATIC COAL BURNER — 
FOR HOMES, APARTMENTS AND FACTORIES 


wai DIVISION OF THE STEEL PRODUCTS ENGINEERING CO. 


Washer Suggestion Contests Offer Profitable 


‘Gamble’ For Department Store Clerks 


OAKLAND, Calif. Store-wide 
washer suggestion contests held 
twice a year, in which all employes 
are given an opportunity to earn 
bonuses ranging from 50 cents to $5, 
increase volume for these months 
50% or better in the electrical appli- 
ance department of the Jackson 
Furniture Co. here. 

Every time any employe outside of 
the appliance department brings 
about a washer sale through a 
suggestion, he is allowed to pull a 


| 


| 
| 
| 
| 


| amounts of 50 cents, $1, 


sticker off the contest board. Under | 


each sticker is written the amount 
of his bonus—ranging from 50 cents 
to $5. The element of uncertainty 
as to what a clerk will earn in bonus 
money each time he makes a sale 
helps create strong interest. 

The contest applies to all models 
in the washer line, regardless of 
price, and to all employes outside of 
the appliance department, not merely 
selling employes. Cashiers make a 
great many sales suggestions to 
customers coming in to meet instal- 
ments on other merchandise. 

The contest board is a_ white 
pated wood section, henamatesiettes 15 


‘Charm Home’ Erected 
In Los Angeles 


LOS ANGELES—-As a public dis- 
play to increase interest in the mod- 
ern electrical way of living, a 
“Charm” home completely equipped 
with electric appliances and furnished 


throughout even to silverware has 
been built in Westwood, a suburb 
near here, by Frank D. Vincent, 
owner of Vincent Electrical Appli- 
ance Co.,_ local yeneral Electric 


dealer. 
From the more than 4,000 visitors 


who have inspected the home during | 


the first three weeks of its display, 
Mr. Vincent has drawn many pros- 
pects for various appliances and has 
made a great many sales, particu- 
larly of ranges. 

Kitchen of the home is patterned 
after the G-E layout being advertised 
throughout the country. Equipment 
includes a refrigerator, range, water 
heater, dishwasher, Disposall, electric 
mixer, roaster, washing machine, 
and ironer. 

Thermador electric heaters are in- 
stalled in the home, fan-type in the 
living rooms and _ bedrooms, and 
“head to heels’’ type in the two bath- 
rooms. 

Mr. Vincent plans to build two 
more similar all-electric homes. 


‘Select-A-Speed Calrod’ 
Features New Hotpoints 


CHICAGO--A new heating unit 
called the ‘“Select-A-Speed Calrod,” 
providing five controlled degrees of 
heat for all surface cooking opera- 
tions, has been announced as stand- 
ard equipment on all 1938 Hotpoint 
electric ranges by Edison General 
Electric Appliance Co., Inc. 


Designed and developed by Hot- 
point engineers, the Select-A-Speed 
Calrod offers a range of cooking 


speeds from a warming heat of 80 
watts to a high speed heat of 1,300 
watts. 

Intermediate speeds are the half, 
650 wats, for frying, steaming, boil- 
ing, and stewing; the quarter, 325 
watts, for slow frying, cooking dried 
vegetables, and continuing steaming; 
and the thrift, 160 watts, a slow, 
simmering heat to continue steaming 


or to cook welsh rarebits and 
omelets. 
Calrod switch controlling the 


speeds is a bar which turns in either 
direction. The units themselves are 
part-way removable to provide access 
to the drip pans underneath. 

They are permanently attached to 
steel supports, and are equipped with 
bell-shaped terminal guards 


Maytag Calls 1,000 
Back To Work 


NEWTON, Iowa — After having 
been shut down for several weeks, 
Maytag Co., local washing machine 
manufacturer, has called 1,000 em- 
ployes back to their jobs. Plant 
officials have stated that additional 
workers will be recalled as fast as 
increased operations warrant such 
action. 


inches. On it are 100 red 

each covering a bonus 
The amount represented on 
is $100, divided up in 
$2, $3, 


by 24 
stickers, 
figure. 
the board 


and $5. 


Clerks may get credit for their | 


suggestions in one of two ways-—by 
bringing prospects to the department, 
or by giving them a note of intro- 
duction. Actual selling is done in 
the appliance department. 


Contests run for one month. At a 
store-wide meeting once a_ week, 
employes having bonus money com- 
ing remove their stickers and are 
paid in cash. More interest is 


created by cash payments weekly | 


than by letting the amount pile up, 
the management discovered. 


“We've tried numerous types of | 
contests and find this one brings | 


more results than anything else,” 


says A. L. Dean, electrical appliance | 


buyer. “The last one, held in 
September, stepped up washer sales 
more than 50%. 
in February, and expect even greater 
returns.” 


County Agents Promote 
‘Better Kitchens’ Contest 
In New Hampshire 


LACONIA, N. H.—In a “better 
kitchens” contest from which electric 
appliance dealers expect to garner 
many sales, 32 Belknap county house- 
wives are being encouraged by the 
county home demonstration agent to 
modernize their kitchens. 


Each contestant’s kitchen was ap- | 


praised and scored at the beginning 
of the contest. On July 15, the 
kitchens again will be appraised and 
scored, and the owners of the three 
which have shown the most improve- 
ment will be awarded prizes. They 


We'll hold another | 


New: pre Range 
Modek Featured By 


Divided Cooking Tops 


DETROIT — Two new electric 
range models, featuring divided cook- 
ing tops and popularly priced to meet 
market demands, are announced for 
immediate merchandising by Pierre 
L. Miles, electric range sales man- 
ager for Kelvinator division of Nash- 
Kelvinator Corp. 

Divided cooking tops on the new 
models are in line with popular 
trends, states Mr. Miles, and together 
with the other models in the Kelvin- 
ator line, afford consumer choice of 
whichever type of cooking top is 
preferred. By dividing the cooking 
top on these shorter ranges, crowd- 
ing of cooking utensils on top of 
the stove is avoided without in any 
way cutting down the oven space. 


HIGH-SPEED UNITS 


Kelvinator-Chromalox high speed 
surface units are a feature of both 
of the new models, as are the built- 
in Scotch kettle and interval timer. 
Three-heat switches give maximum 
flexibility and utilize the inner ring 


| of surface units. A one-piece table- 


also will be eligible to compete in the | 


state contest. 


Sales For Edison G-E 
In New York 


CHICAGO—W. L. Sayre has been 


| these 


W. L. Sayre Heads District 


appointed district sales manager of | 


Electric Appliance 
York district, 


Edison General 
Co., Inc., in the New 


according to an announcement by | 


R. W. Turnbull, vice president and | 
general sales manager of the com- | 
pany. 

Mr. Sayre joined the General 


Electric Supply Corp. in 1933, and 
later served as district manager in 
the Hotpoint refrigerator division of 
the General Electric Co. in Cleveland. 
He became a refrigerator specialist 
in the New York district when this 
division was absorbed by the Edison 
G-E company. 

Following his discharge from serv- 
ice in the U. S. Navy after the war, 
in which he was a radio communica- 
tion officer, Mr. Sayre established 
the Sayre-Level Radio Co. in Phila- 
delphia as a radio wholesale firm. 

Five years later he sold his inter- 


est to accept a position as New 
York state district manager for 
Crosley Radio Corp. After three 


years he was appointed central divi- 
sion manager for Crosley, and then 
managed the Crosley wholesale dis- 
tributorship in New York. 

From Crosley Mr. Sayre went to 
Grigsby-Grunow Co. as district man- 
ager for New York, and later joined 
the Pitcairn Autogiro Co. as a 
special sales representative. 


Johnson To Be Hotpoint Range 
Specialist In Cleveland Area 


CLEVELAND—Jesse P. Johnson, 
former head of the commercial cook- 
ing and baking department of the 
Tennessee Electric Power Co., has 
been appointed commercial cooking 
and baking specialist in the Cleve- 
land district of Edison General Elec- 
tric Appliance Co., Inc., according 
to an announcement of W. H. Bon- 
durant, district manager in charge 
of the Cleveland office. 

Mr. Johnson has served as a rep- 
resentative for Frigidaire division, 
General Motors Sales Corp., in Ala- 
bama. He is a graduate of the Uni- 
versity of Alabama. 


top and back plate assures easy 
cleaning, and a deep (3-inch) back 
flange serves as a base for an elec- 
tric oven timer or for condiment sets. 

The roomy, single unit oven, with 
the smokeless broiler rack, a feature 
of the entire Kelvinator electric 
range line, is also an integral part 
of the new models. 

A convenient cooking lamp top is 
supplied as regular equipment on 
Model ER-31, and is optional at a 
nominal charge on ER-21. An attrac- 
tive two-piece condiment set is 
furnished with each range. 


CONVENIENCE OUTLET 


A convenience outlet in the center 
of each model’s control panel per- 
mits the handy attachment of a 
mixer or other electrical accessory. 
An oven switch and thermostat, with 
oven pilot glowing through a trans- 
lucent dial, enhance the salability of 
1938 Kelvinator-engineered 
ranges, designed by C. C. Thomas, 
Kelvinator’s chief cabinet designer. 

On ER-31 a roomy, easy-sliding 
storage drawer provides space for 
boilers, ladles, pans, and other cook- 
ing utensils. 


The new models replace the for- 
mer Kelvinator units ER-20 and 
ER-30. 


“Production of these two new 
ranges at this time, rounding out 
the Kelvinator line, is evidence of 
our confidence in the rapid and con- 
tinuous growth of the electric range 
business,” said Mr. Miles. ‘A  sur- 
vey of 1938 range promotion plans 
makes it clear to the most casual 
observer that the various manufac- 
turers are taking steps far in ad- 
vance of anything hitherto attempted 
to promote range sales on an 
unprecedented basis.” 


New Radiant Convection Heater 


Marketed By General Electric 


BRIDGEPORT, Conn. A new 
heater of the radiant convection 
type, known as the “Arizona” heater, 
has been announced by the General 
Electric appliance and merchandise 
department. It is patterned in a semi- 
circular style with a polished reflec- 
tor and a dark brown wrinkle finish. 

Durable nickel-chromium wire 
heating units provide quick, clean, 
and odorless heat, while a conven- 
ient handle permits it to be carried 
from place to place. The approved 
cord is permanently attached and 
has a G-E molded rubber attachment 
plug. The heater stands 18 inches 
high, and is rated 1,320 watts, 115 
and 125 volts. List price is $8.95. 


Gautemala Builders Interested 
In U.S. Kitchen Equipment 


GUATEMALA, Guatemala—Amer- 
ican manufacturers of electric wash- 
ing machines, metal sinks, and other 
kitchen equipment, bathroom fix- 
tures, metal furniture, and wall, 
door, and recess beds have been in- 
vited to send catalogs to Byron 
Zadik, Litografia Byron Zadik y 
Cia., 9a Calle Oriente No. 31 here, 
according to a report from the local 
office of the American attache. 

Mr. Zadik is one of a group of 
local business men planning to con- 
struct a number of small or medium- 
sized American-style homes here. 
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AIR CONDITIONING & REFRIGERATION NEWS, FEBRUARY 16, 1938 


This NEW 1938 General Electric 


range is completely modern—with many 


uilt- | exclusive General Electric features. It’s 
new in brilliantly beautiful styling! 
New in automatic features! New in 
a, economy features! New in downright 


with dollar-for-dollar value! And it will 


tric give a big boost to electric cookery. 


ual TEL-A-COOK LIGHTS. Instantly inform when 
_ and where the current is on, and indicate the 
degree of heat being applicd. This signal saves 
current by visible warning if switch is care- 
lessly left on. A new and exclusive G-E feature. 


“ i 
sh 5 SPEED Wi 


Hi-Speed, Half-Speed, Quarter-Speed for 
normal needs; Thrift-Speed for simmering; and 
for keeping food warm, a low Warm-Speed. 


et SELECT-A-SPEED Calrod Cooking Unit. Five 
, cooking heats from one unit, with one switch! 


al TRIPL-OVEN. Three-ovens-in-one. Small Speed 

Oven for single-shelf cooking; pre-heats faster 
of and greatly decreases amount of current used. 
- Master Oven of extra large capacity. Super-Broil- 
er with greater flexibility in speed and capacity. 


ONE OF SIX NEW MODELS 


IN GENERAL ELECTRIC’S SENSATIONAL NEW 1938 LINE 


TT" spectacular 1938 G-E Chancellor Range 
shown above is NEWS. Bigger NEWS is the 
announcement of five other brand new General 
Electric models of advanced design and appoint- 
ments. Many of the following features will be 


found in all new models: 


Tel-A-Cook Lights. Select-A-Speed Calrod 
Cooking Unit. Tripl-Oven. Porcelain Unitop. 
No-Stain Vent and Oven Moisture Control. 
Adjustable Non-Tip Sliding Shelves. Automatic 
Interior Oven Light. Automatic Oven Timer. 
Built-In Minute Minder Chime. Generous Sized 
Thrift Cooker. Electrically Welded Steel Bodies. 
Large Storage and Warming Compartment. 


Models and prices for practically all income groups 
—cracking good sales promotion and national adver- 
tising support—liberal finance plans—plus public 
confidence in the General Electric name—round out 


a range sales opportunity you should investigate! 
Get aboard the Mainline and go places with General 
Electric in 1938! See the G-E distributor today. 


General Electric Co., Specialty Appliance Division, Nela Park, Cleveland, Ohio 


Ranges, Electric Sink with Dish- 


G-E Refrigerators, 
washer and Disposalil, Water Heaters, Washers, Ironers, 
also ‘“‘Packaged”’ Commercial Refrigeration Products. 


THE COMPLETE LINE OF ELECTRICAL HOME APPLIANCES 

—every one proved by performance, tested by time. Backed by 60 

years of electrical manufacturing experience. “Go-to-Town” on the 
Mainline in 1938! It's another G-E year. 


_ GENERAL ({) ELECTRIC 
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When Frigidaire Factory Men Get Into Show Business Each Year To Dramatize Their Plans 


(1) Diminutive “Mickey” Farrell, 
genius behind Frigidaire displays, 


exhibits, and convention stage effects, 
has a satisfied smile on his pan as 


he watches the cast go through 
its well-drilled paces. (2) “Critics” 
Carl Copp, general sales manager 


(with hat on) and Frank Pierce, 


| Specialty Gelling Methods 


household division manager and con- 
vention chairman, talk things over at 
a preview. (3) The “critics” indicate 
their approval to Ellsworth Gilbert 


(not in picture), Frigidaire convention 
director. (4) “You have 


and here L. A. 


themes this year, 


Theater Promotional Programs Costing $40 Each 
Sell $14,000 Worth OF Appliances In Month 


AUGUSTA, Ga.—-Within one month 
after it had sponsored four promo- 
tienal theater programs built around 
General Electric Co.’s commercial 
film, “The Happy Woman,” South 
Electric Appliances, Inc., G-E dis- 
tributor, determined the names and 
appliance needs of 1,800 prospects 
and sold $14,000 worth of merchan- 
dise, relates H. A. Deas, sales promo- 
tion manager. 

Over-all cost of each show was 
approximately $40; combined attend- 
ance at the four shows was 2,800. 

Printed invitations to these mati- 
nee programs were sent to a list of 
selected prospects. 

Schedule for each program was as 
follows: news reel; cartoons; techni- 
color musical revue; 15-minute inter- 
mission, during which a representa- 
tive of the distributorship told the 
audience that each woman present 
would receive a free souvenir gift at 
the close of the show; and then the 
G-E commercial film. 

Also during the intermission, cards 
were passed out on which the women 
were requested to write their names 
and addresses, and to indicate what 
appliances they already owned or 
in which ones they were interested. 


These cards qualified the women | themselves 


ey 


for receipt of the grand prize, which 
differed at each performance. Prizes 
offered included a pressure cooker, 
a covered roaster, solid copper 
dresser set, and a small electric iron. 
No prizes were awarded to anyone 
who did not fill out a prospect card. 


Names obtained from these pros- 
pect cards were parceled out to 
district managers on the basis of 
the prospect’s location. District man- 
agers turned these names over to 
their salesmen with instructions to 
make calls as soon as possible. 

“These follow-up calls are an in- 
tegral part of the scheme,” Mr. Deas 
declared, ‘and at least 50% of the 
benefit derived from the shows would 
be lost unless these calls were made. 
Just seeing that people come to the 
shows, enjoy themselves, and then go 
home again is not enough. If follow- 
up calls are not made, the people go 
home and soon forget all about the 
affair. 

“By no means the least of the 
benefits derived from this promotion 
was the way in which it stimulated 
the morale of our salesmen,” he con- 
cluded, “for within 10 days we pro- 
vided them with more real prospects 
than they could have secured for 
within eight months.” 
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DEPENDABILITY 


“S LIGHTING, THE; WAY TO 
SUCCESSFUL REFRIGERATION 


refrigeration depends on the perform- 


Use ESOTOO and 
the two outstand- 
known = for 


They can be 


and 


| or 12 people 


OAKLAND, Calif._-Two of this 
city’s leading refrigerator and elec- 
trical appliance dealers have greatly 
increased the selling effectiveness of 
their electric kitchens by abandoning 
elaborate cooking schools in favor of 
small attendance demonstrations. 


Like a good many other stores, 
the John Breuner Co., one of the 
city’s leading furniture houses, and 
the H. C. Capwell Co., Oakland's 
largest department store, found that 
few sales resulted from large cook- 
ing schools in which the department 
was thronged with people. 


LOSE PERSONAL CONTACT 


All chance for personal contact 
work was lost. Costly outside follow- 
up work was necessary to contact 
those in attendance who were actu- 
ally interested. And a large percent- 
age of the people attracted were not 
prospects anyway. 

Breuner’s has solved the problem 
by holding “cold cooking classes,” 
with admittance only by invitation. 
These events are advertised only by 
postcards sent to a carefully selected 
list of “hot” prospects. Each sales- 
man is asked to select from his file 
the names of the people he thinks 
would be most likely to buy a 
refrigerator if they were brought 
into the store in this way. 


SMALL ATTENDANCE 


The attendance desired is only 10 
with more than that 
number, any chance for personal 
conversation is lost. Percentages of 
returns on invitations were checked, 
and now just enough invitations are 


sent out to bring that average 
attendance. 

One specific subject is mentioned 
in the invitations -one time it may 


be “Preparation of Cold Salads,” the 
next time, ‘Making Frozen Desserts,” 
the third, “Using Leftovers to Good 
Advantage.’ The main demonstra- 
tion is on the advertised subject, but 
if women in the audience want to 


ask questions along other lines, they 
are given the opportunity. 
INVITATION SCHEDULE 
The first invitation is sent out 
about one week in advance of the 
“class.”’ Three days’ before’ the 
demonstration, a reminder card is 
used Returns have been greatly 
increased by use of these second 


cards 

Another thing that has stimulated 
interest in the events, and helped 
from a selling standpoint, is the offer 
of a gift to every woman in attend- 
ance. A 10-cent other 
small article is used for this purpose 
When the gift offer is used, the card 
must be presented to obtain it 


Thus, the 


bowl or some 


home economist in 


CHARGING HOSE 


@ Flexible conductors for all refrigerants. 
®@ Complete range of sizes and lengths. 


@ Six inches of copper tube at each end. 


REFRIGERATION PARTS 
WEATHERHEAD + 300 E. 131 ST. + CLEVELAND. OHIO 


Two Leading Oakland Dealers Find Small 
Groups In Cooking Schools Get Better Results: 


charge has a chance to get every 
woman's name at the outset. A 
glance at the address side of the card 
enables her to call the prospect by 
name and also to determine what 
salesman she “belongs to.’ Before 
the demonstration, each salesman 
gives the home economist a list of 
the names he turned in. 

The small size of the group en- 
ables the home economist to have a 
personal chat with every woman. If 
the visitor appears to be a real 
prospect, a pre-arranged signal to 
the salesman brings him into the 
picture. He apparently “just hap- 
pened to notice’ the prospect and 
“dropped ower to say ‘hello.’” As a 
result of this technique, nearly every 
“cold cooking class’ brings two or 
three immediate refrigerator sales. 


APPLIANCE DEMONSTRATION 


While the women are in the de- 
partment, they also are given a brief 
demonstration of every appliance 
there. If no hot foods are to be 
cooked, an excuse is found to boil 
water or use the range for some 
other purpose. Dishes are placed in 
the dishwasher as they are emptied, 
so that every woman will see it 
operate. Wherever possible, visitors 
themselves are given a chance to use 
the controls on the different appli- 
ances, 


One feature of the Breuner kitchen 
which makes it particularly useful 
for demonstration work is the fact 
that every appliance is connected. 
This includes an_ electric water 
heater which keeps a supply of hot 
water constantly available. When a 
visitor turns the faucet, she gets 
results immediately. 

The department has completed ar- 
rangements to have the kitchen used 
once a week by the home economics 
expert of an Oakland newspaper in 
making recipe tests. This fact will 
not be advertised generally, but will 
be capitalized on in much the same 
way as the “cold cookery” classes. 


MONTHLY ‘OPEN HOUSE’ 


The electrical appliance depart- 
ment of Capwell’s has its 
problem in a slightly different way 


solved 


and with different results. No more 
cooking schools are held as_ such. 
But the last week in every month, 
the department holds a sort of ‘‘open 
house” in the model kitchen, with a 
well-known home economist in 
charge 

Newspaper and shopping news 


advertising is used, but plays up the 
fact that the home economics woman 
will be in the department daily for 
the entire week, and invites women 
to come in at their convenience. 
Large space advertising when the 
plan was first inaugurated made the 
monthly demonstrations so well 
known that now very little promo- 
noe ' 


to save in 
all four ways” is one of Frigidaire’s 


Clark, Frigidaire household advertis- 


ing manager, shows how a leak in 
any of the four ways may result in 
the loss of savings in a refrigerator 


tional work is needed to get regular 
attendance. 

So that there will always be 
something of interest to show visitors 
and talk to them about, the home 
economist keeps busy in the kitchen 
most of the time—preparing various 
cold and hot dishes. However, no 
definite program is carried out. Aim 
is to conduct the demonstrations in 
“clinic” fashion. If a visitor has a 
problem, the demonstrator takes her 
into the kitchen and actually shows 
her how to solve it. 

The demonstrator is more than 
just a “cooking school expert.’ She 
is an expert saleswoman and person- 
ally closes a great many deals. When 
several women are on hand at one 
time and she can’t “follow through” 
with one prospect, she signals a 
salesman to take up the deal. 

But in every case, she determines 
whether or not the woman is in the 
market for a refrigerator or other 
appliances, and gets her name. The 
demonstrator has a sales quota to 
maintain, the same as anyone else 
on the floor. 

One of the most effective features 
of the refrigerator demonstration in 
the kitchen is the showing of dated 
foods. The box used here is kept 
fully stocked with meats, vegetables, 
eggs, butter—everything found in 
the average refrigerator. 


Every item is individually dated. 
However, no foods are kept in the 
refrigerator for more than one week. 
Experience showed that few women 
ever attempt to preserve them be- 
yond that limit, and that longevity 
tests have little appeal. 


An unusual feature of the Capwell 
model kitchen is the inclusion of a 
high-priced washing machine along 
with the standard units. Display of 
the unit in this location makes the 
customer see it as something more 
than just a “basement” appliance, 
and helps justify its price in her 
eyes. It is demonstrated along with 
the other appliances. 


Apex To Award Trophy 
For Best Sales Job 


CLEVELAND—To spur 
tion for 1938 appliance business 
among members of its own 
organization, Apex Rotarex Corp 
has set up a “1938 Apex Sales 
Trophy” award as the goal of an all 
year sales contest between the dif 
ferent sales divisions of the com- 
pany. 

The trophy 
monthly to the 


competi- 


sales 


will be awarded 
Apex sales division 
that leads in sales for the period 
with permanent possession of the 
prize going to the division that wins 
it the most months during the year 

In addition, four cash awards will 
be made each month to the salesme! 
finishing highest in the winning divi 
sion. 


Little Rock Dealer Has 


Kitchen-Planning Service 


LITTLE ROCK, Ark.—-Southern 
Refrigeration and Electric Co., loca! 
Hotpoint appliance dealer, has opene: 
a new store at 117 W. Fourth St 
featuring a _ kitchen-planning serv 
ice 
forme! 
Co., is 


Leonard E. 
owner of Capital City Hat 
general manager of the new store 
Robert O. Harris, experienced air 
conditioning and electrical appliance 
salesman and a graduate of Colun 
bia university, is sales manager. The 
company will employ 10 men in its 
new store 


Ellenbogen, 


he , ere ery A aR ee ae MEL fo die) a A aR gle SP? CR A eg It'S oe SOE or AM BS ee FRR MNO Se ae ee oe pas | otet a he ae a ee a es gh teens: lea erat: b: 
5 Bl iN a ee Bie: s a _ ra Pe ek ee = ae fc se “aie ae oe eee ore oe See mS oa ; aa - ea ii ~ oat Re Aes a a5 Rede - Re RRSP Ee RANT Vs “See eee tori a easel be ra oe ae 7 * / sees cai 
ie be ee Sea ee ee eens Sy areas CRON A aes pees ear iias Bea eee Ty ie hea Cag eee, ie a me ie: ee . ie tes ah oe oe j LORE tear” A pre a! caps San yee me i “ p ae NE ee a ; Gh BET er et 
ae Pea ry en nie 8 A Ben an ea ; eee etcs ae ae ih : Se ee eae eae eS Fe em i eeegean I Gees A ese Ons OE RE yr Ny ch Rae oc Pe Eo pk een ee eae ee oe “ae AS SS eee 

ee S + 5 + ‘4 . \ . . a * a : ‘ F . a a aa he 

: ; 
. ee | 
, ee , 
% Se end 
é : ’ ty  - : oy : ‘ ; _— eae hs 
: Beit it 4. : 4 es : a ee ee ; os 
ae 7 ‘ y geek a : ; : = ; 22, — ; eo De aie pas 
ra a y i - : a 5 frre * 7 diye ta tae ode a ee a ’ < a : 7 a 
: eho: ae ee «. é: _ _ ere an : stat ie eres ee oe ens Sy a ' 
Palle ien a -- — , a ‘ 7 sue, ; a ; _— s 
: os ite.’ ies ae a u: Baraca a Pi 4 a _ ye - Pie % 5 
a 7 ee ER oo Gaara ae a .) ae : as ma 1% no te : : a Be § 
- be 44 mee . Be eo = e Ci . A = KG be e=- g te t, a : ¥ s 3 : I 
se Lig “= $ - Ps 7 =~ : { aie eS Be a . f i aes - Ge. 4 £ - 
— p ; pean Ce ae ae ; mat to 4 t 
—- a # : we sg ee he ey 7 - | a ee | : 
* s . * se age . # me. 7 ag 7 ' EREAE. ae abi, a 
ie 5 Sages gs ; oo eg i é f en ee +a ’ ne he foe , Fy ec. I 
ia _ | | an agi ies | ak A ; 
——- 2 : “(eee . [ae ae a a Paneer ee, eae lar BRE 05 ‘ 7 ; ee Te e ee © oti ane a 
/: 4 ; ge is bs ppeet ali «i No en ae a Bes — f bi sae oa ¥ ra Sp ee as. ee OSS as sone e 4993 pt pe 4 oe i 
oF Pe Ee ee i AE nse = oe cw sake in 
i _— . a” ¢ io oa > tie whe : Shakes Sait Sl alae: "2 i ee Ripe e sy kits 2 oe rd 
eats s rn . a tl ae Se Xi pa 2 | ap at: 2 “Tite Saltid as 2a a 
oe Sti‘ i eae | 40s) 2a 
- 
CC‘; . 
; Po ’ 
t 
io. Pe ee i eee d 

otis oie ~ —__—__—_— a - h 

a Bi f 
- ; f 

a tl M 
eae p 
EN es * em et SN A Mm RS a EN RR A NN RN 
a } 9) 

Feely | p 
my aN Vv 
. a 
a bas ¢! 

(ig) 4 ir 

a | p 
— | p 
ae Oo 
f San b 

- Pact z) i Ww 

e oers tr 
fe 
parr ce 
gi 
ie SFT _ 
pl 
ai ul 
q i a ce 
ee | ti 
aie cI 
ao ee 
Bk, pI 
J pe 
| he 
| | 
| | th 
oe + j he 
¥ ¥ ee ac 
2 iets, sc 
of 
~ 

ae 
wal ve 
ee 
rae ee sti 
sda ; on 
_ — ar 

ae an aah Mee) NS ar. SR ye re Sea tic 
- ET Ce eee : 

‘ - x ¥ € 9 j Wi 

: ~ | | 

sa - ! ex 
: § 

at wen © . “ag 
i 3 ¢ 2 ee th 

“ : ju 
F . fe 
* ® 
5 A, gg C a 
Z Sq 4 7 : 
sd Es —_ oF a pa 
5 j Eh. er 
% ors < Oh 
te { : | 
: * ae eo se an 
a - . it 
i" “si - eC on 
.. ee we 
‘ A, : " wt 
< : 4 va 
i e i on 
. [ ; Sig 
P : lat 
¥ col 
| | 
f 7 col 
' $2 
' \ ; a 

: » n 

; mé 
ieee : : ’ 
ae he a z - a 

: : for 

ee ste 

ES ee Po be 

* fi -_ _ no 

| _ SLWEATHERHEAD —— | | 

| : wad : . ~=3 : E : so Cor 

| ate i : yf ape I 

m eile Sate | a 
cs re eee oe Ye soe a a 

Si ee =" pla 

* ne ae :. Pia 3; rai 
- mer cag “a ty . ae I 
bg BD: 5 ee ee. a ee I 

Y : ee le pani f Pe eer, 7 ea wo 
Ke | a GENUINE WEATHERHEAD .lUCc (<i‘z SS Pal 
e IVIRGINIA SMELTING CO — ae ~ 

Sa) , 7 ye ae 
- : iS RE ~ 
; " ~ Bee 
aig WeEsST NOR FOLK Vinnie ¢Gimw 4s | — — cha 
ee : ———— mo 
ys 

vor [oe - 4 , 
1 er eee apes Laing ida Tages si a ae pig pee. Ope atari ree a ee a facia, Bag fie ie cobras in Bema ek Neer as acta Fecal pees : ieee a = : : ‘3 5 ;) = 
Te Po ae ye a ee ee Ra ee) Ren weg See ee en ee ee See ne ae ee The era NOR, Ae eee eG eee ee ee | aaa aia . ne a aia ad a fee eee eee | eS 
Pe ee ge Bee! ee ga fafa, ee Ee CP oy ee ER Te ee eee Pe ey eee Lee eg Tey GEA? Tae” Wig En te Be Aa Ta eee Ree Tae Oe 2 
ee 
— 7 ae 


vertis- 
ak in 
ult in 
rator 


gular 


s be 
sitors 
home 
tchen 
rious 
r, no 
Aim 
ns in 
las a 
s her 
hows 


than 
She 
rson- 
Vhen 
one 
ugh”’ 


Is a 


1ines 
| the 
other 
The 
a to 
else 


ures 
n in 
ated 
kept 
bles, 

in 


ited. 
the 
eek. 
men 
be- 
vity 


well 
fia 
ong 
r of 
the 
lore 
nce, 
her 
vith 


Substituting Mortgage For Conditional Sales 


Contract Cited As Credit Selling Abuse 


DETROIT -—- Among the 
practiced by some firms. selling 
merchandise and automobiles on in- 
stalment credit terms, few work a 
greater hardship on_ unsuspecting 
buyers than the practice of having 
them sign a supposed conditional 
sales contract which is in reality a 
mortgage on some other goods owned 
by them, a study of cases on record 
in the conciliation division of Wayne 
County’s Common Pleas Court re- 
veals. 

In many cases, the worth of the 
goods mortgaged in this manner is 
considerably greater than that of the 
merchandise originally purchased on 
the time payment plan. Instances 
are not wncommon in which a car 
has been taken over to satisfy de- 
faulted payments on tires purchased 
for use on it. 

Cases cited below show two in- 
stances in which the purchasers’ cars 
were attached because of defaulted 
payments on a radio. Investigation 
of the second case revealed that the 
purchaser of the car had been the 
victim of “dishonest collateral,” a 
credit selling malpractice discussed 
in last week’s NEWS 

Carelessness in checking 
purchaser's ability to pay is another 
pitfall into which many credit selling 
firms fall, ostensibly because of their 
over-anxiety to do a large volume of 
much regard to 


up ona 


business, without 
where it comes from. A case illus- 
trating this rather common selling 
fault is cited below. 

whose ac- 


Letters to purchasers 


counts are overdue, hinting at 
garnishment action and otherwise 
intimating that their jobs will be 


placed in jeopardy unless they pay 
up, are another favorite—and suc- 
cessful, for the most part-—‘‘collec- 
tion method’ employed by some 
credit firms. 

In this week’s case covering that 
practice, the account had been drop- 
ped for three years, while the debtor 
had been out of work. AS soon as 
the store found out that the man 
had obtained employment, however, 
it lost no time in reopening the 
account. Apparently the idea was to 
scare the man into paying up, for 
fear of losing his new job because 
of an old debt. 


CASE NO. 3: A THEORY IN 
REVERSE 


This is an instance in 
store sold a radio on time payments 
on the theory that it was a necessity, 
and later took it back on an execu- 
tion on the reverse theory that it 
was a luxury, and as_ such _ not 
exempt. 

After 
the company 
judgment obtained against 
fendant, and to allow the 
keep an electric washer 
previously been purchased on 
payments. 

When the washer 
an allowance of $5 was made on 


which a 


attorney for 
cancel the 
the de- 
family to 
which had 
time 


conference, the 
agreed to 


was purchased, 
the 


old washer owned by the family, and 
it was agreed to pay $5 per month 
on the balance of $50. Payments 
were made for four or five months 
when the family bought a_ radio 
valued at $75 

The wife had the radio sent out 
on approval, and, as she supposed 
signed a receipt for it. A few days 
later, she was told she had signed a 
contract. 

In July of the following year, the 
company sued for defaulted pay- 
ments, and a judgment of $73 and 
$2 costs was taken against the hus- 
band. The woman entered judgment 
n conciliation court, and began 
making payments. 

Two months after this, the radio 
Was taken on an execution and sold 
for $14. Of this, $4 went to a con- 
stable, and $9.94 on the judgment 
‘he defendant said she had received 
no notice of the sale. 

Through the court's efforts, a 


compromise settlement was made 


CASE NO. 4: A CAR FOR A RADIO 


In this case, the defendant bought 
a “standard deluxe” radio from the 
plaintiff company for $60. It 
paid down to $47. 

Defendant claimed the radio would 
not work properly, but the company 
would not take it back. When his 
payments were in default, they took 
over his car. This was the first time 


Was 


the defendant realized that, in pur- 
chasing the radio, he had signed a 
mortgage. 


abuses | 


- 
oe ee * ner 
payin a Pee a 


He was still paying for the car, 
and owed about $150 on it. The court 
advised the man to seek the services 
of a lawyer. The store asked $62.50 
to release the car. 


CASE NO. 5: 
ANOTHER RADIO SALE 


the defendant pur- 
radio from the store in 
question, price of which was to be 
$89.95 and $2.70 tax, a total of 
$92.65. He paid $5.65 down, leaving 
a balance of $87. 

He was told he would have to sign 
a note for the balance, which he did, 
only to learn that the note was made 
out for $100.56. 

He made payments totaling $11, 
and after he had defaulted, a judg- 
ment was taken against him for 
$89.56 and $2 costs. 

Defendant claimed 


In_ this 
chased a 


case, 


the. radio had 


| 


never given real _ satisfaction, al- 
though he had repair men at the 
house on various occasions to fix it. 


Judgment was entered in concilia- 
tion court, and the defendant agreed 
to pay off his balance at the rate 
of $2 per week. 


CASE NO. 6: HIGH-PRESSURE 
SELLING 


Defendant in this case was a 
Ukranian with four motherless chil- 
dren, employed by a company in the 
automotive industry. 

A salesman for the plaintiff com- 
pany sold him a deluxe model radio 
for $221.40, without a down payment 
of any kind, by telling him he could 
try the radio at home on a 30-day 
trial, and picturing to him the pros- 
pect of hearing programs from all 
over the world, including stations in 
his own native land. 


After the radio had been installed 
in his home, defendant made several 
complaints about it, since, he said, 
he could get only local stations, the 
same as with a $10 set. Several 


adjustments were made by the com- 


-Deaers everywhere say this great new 
Stewart-Warner is “made to order” for easier é 
more profitable selling. It's made in the rity 
“refrigerator factory completely re-tooled for 
1938. And it gives you more to demonstrate — 
more improvements that prospects can see and 
believe—than any other pearhaossior 2 m de 

s of price! Among them 


Famous exclusive SAV-, 


Peres 


* Exclusive patented SLID-A-TRAY 
_ ® Daring thrift-proving ECON-O-LITE _ 
_* New Porcelain COLD STORAGE CHEST 
* ee SNAP-OUT CUBE TRAY 
6-Point Lighted COLD CONTROL 
. pmcortonas VAPOR-SEALED 
_® Big Super-Powered SLO-CYCLE UNIT 


a 


“merchandising and display plans and materials 


we've ever offered. 
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pany, but it refused to take back the 
radio. 

Later the company started suit 
against him. Defendant made no 
appearance, and was duly defaulted 
for part payments amounting to $41 
and $2 costs. 

Shortly afterwards, an execution 
was taken against him, and _ his 
seven-year-old car was taken by a 
constable. The constable learned, 
however, that the car had a mortgage 
on it in the amount of $141, which 
far exceeded its value, so he turned 
the car back to the defendant upon 
payment by him of $3 costs. 

The case came into the conciliation 
division, and the defendant was to 
make a payment of $9 every two 
weeks. 

While the man was working and 
two of his children were in the house 
alone, the store sent a truck to the 
house and took back the radio. 

Investigating the defendant's pur- 
chase of the car, the court found 
that the man had bought a 1930 
model paying $27 in cash and sign- 
ing 12 notes at $11.80 on the balance, 
or a total of $168. Cash value of the 
car is possibly $60. 


CASE NO. 7: 
OVER-EXTENSION OF CREDIT 


As an instance of how credit is 
extended without proper investiga- 
tion as to the purchaser’s ability to 
pay, conciliation court records reveal 
the following, in the case of a Negro 
worker with a wife and seven chil- 
dren, employed by a motor company: 

(Credit extensions are given by 
number. Second column _— shows 
amount paid on account, and third 
column the amount of judgment 
obtained against the man.) 


Mocownt No. 2. ...ciccccces $4.00 $ 16.98 
Account No. 2......... 6.00 35.55 
Account No. 3........ 6.00 52.56 
Account No. 4....... 6.00 46.34 
Account No. G&G... ..6ccccces 21.16 
Account No. 6 166.75 
Account No, 7 34.38 

Total Judgments $365.63 

Total Payments 22.00 

Balance $343, 63 


With this load of debt hanging 
over his head, the man will be years 
paying off the judgments against 
him. In the meantime, he’s “out of 
the market,” as far as any additional 


purchases are concerned. 
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AIR CONDITIONING & REFRIGERATION NEWS, FEBRUARY 16, 1938 


Cales Figures 


Nema Manufacturers Report Sales Of 


2,394,659 Household Units To 
Distributors In 1937 


The follow 


ing 15 


member companies of 


the Refrigeration Division of the National Co., 


Electrical Manufacturers Association hou 
(Nema) reported household refrigerator pan 
sales for the year 1937: Apex Electrical Inc., 
Mfg. Co., Crosley Radio Corp., Fairbanks, 
Morse & Co., Frigidaire Corp., General 


Electric Co., 


Gibson Electr 


26. Total Household 


rasesserssn Gurus 


No. ul of a Series of Curtis Advanced Engineering Bectuses. 


CURTIS Valves Give High Capacities 
Plus Special Safety Features 


@ The valves of Curtis compressors are made of 
full opening with unob- 
structed flow and large port areas resulting in high 
capacities. All valve discs are interchangeable. In 
additicn, the design of the Curtis discharge valve 
includes a safety spring that allows the valve to 
open wide under extreme pressure conditicns. 

It is through such refinements in design and 
construction that Curtis units have attained their 
reputation for unusually economical, care-free and 
efficient performance. There is a Curtis model for 
every air conditioning and refrigeration need — 
from ',, to 30 H. P. Curtis units are daily giving 
thousands of 


Pi es 


unexcelled 


CURTIS ap Sapp ah _— Co. 


stainless steel, 


ic Refrigeration do, 


disc type, 


service in 


throughout the world. 
Write to Curtis for complete information. 


1912 KIENLEN AVENUE 


SALES 
uer (Exterior) Domestic 
Gab nets Complete Quantity Value 
cee Ua seeiecdelddens soc 4 $ 366 
2. Less than 3 cu. ft.... ; ate 
3. 8to 3.99 cu. ft.... 2,399 152,607 
4 4to 4.99 cu. ft 12,061 808,964 
5. 5 to 5.99 cu. ft 27,862 2,306,632 
6. 6 to 6.99 cu. ft 29,884 2,796,151 
V¢ 7to 7.99 cu. ft 10,643 1,106,074 
8. Se See GE Bhicavescs 2,606 310,827 
% 10 to 12.99 cu. ft.... 9 1,147 
a. Be OU, TE ORE Wie ce ace eT ee 
ll. Total Lacquer .... 85,468 7,482,768 
Porcelain (Exterior) 
Cabinets Complete 
12. Up to 4.99 cu. ft.... 254 19,478 
13. 56 to 6.99 cu. ft.... 3,651 336,763 
14. 6 to 6.99 cu. ft... 7,117 746,098 
15. “to 7.90 cu. ft.... 3,084 348,424 
16 8 to 9.99 cu. ft. 1,884 244,824 
17 10 to 12.99 cu. ft..... 328 65,432 
oh ae Ce. Te BOA UD....0. 317 72,995 
19. Total Porcelain ........ 16,635 1,834,014 
20. Total—Lines 11 and 19... 102,103 9,316,782 
21. Separate Systems 
1, Hp. or Less 1,095* 62,874* 
22. Separate House hold 
Evaporators 873 6,866 
23. Total—Lines 20, 21, ‘22 101,881 
24. Condensing Units 
Ms Hp. or Less 230 14,470 
25. Cabinets—-No Systems 13* 601 
26. Total Household $9,275,845 
*Includes both sales and credits of more than 


Sunbeam 


se 
ies 


he 


FOR DECEMBER, 1937 
Canadian 


Q 


one 


Electric 
not 


sales 
ywever, in 


ana 
uantity 
4* 


4 

24 

1,920 
23° 


26 


1,923 


Electric Mfg. Co., 
Universal Cooler Corp., 
& Mfg. 
reporting 
Merchant & Evans Co., and Sparks- 
Withington Co. 

The 


clude 


of the reporting 
units manufactured 


Uniflow Mfg. 
and Westing- 
Co. Member 
included: 


com- 
Jomoco, 


companies 


Co., Kelvinator Div. Nash-Kelvinator Corp., for the following concerns: Major Appli- 
Leonard Div. Nash-Kelvinator Corp., ance Corp., Montgomery Ward & Co., 
Norge Div. Borg-Warner Corp., Servel, Potter Refrigeration Corp., and Sears, 
Ine. (export only), Stewart- Warner Corp., Roebuck & Co. 
SALES. FOR THE YEAR. 1937 
uer (Exterior) Domestic anadian Other Poreign 
Gab nets Complete Quantity Value Quantity Value ss Ti Value 
RAGE) Lica isk heb ee vie ves 7,450 $ 351,376 5E $ 2,681 87 $ 60,881 
2. Less than 3 cu. ft...... 226 13,690 shite sheds ey 
3. oe? Fe. ae 48,158 2,954,863 698 41,819 25,925 1,588,339 
4. 4to 409 cu. ft....... 290,025 19,465,267 12,126 814,812 51,380 3,522,840 
5. SS? 2S: eee 536,438 42,676,640 10,336 843,271 27,912 2,362,766 
6. Sto 690 cu. ft........ 758,730 65,577,400 5,178 470,138 14,649 1'368,049 
4 aS: Oe. re 192,904 19,875,135 1,414 141,699 6,818 741,038 
8. SS) 2S eee 66,098 7,208,855 151 15,618 2,130 anne 
9. 10 to 12.98 cu. ft.... 928 "117/520 3 361 bes 
10. 33 cu.. ft. and wp........ 3 7,199 re 
11. Total Lacquer iat cakes 1,900,991 158,242, 945 29,961 2, 330, 399 130, 001 9, 903, 100 
Porcelain (Exterior) 
Cabinets Complete 
a Ue to £95 ca. &...4:... 4,912 376,789 267 21,237 632 50,938 
13. St Ge Ch, 46... 98,030 5,208,283 848 77,894 3,109 281,572 
14 6 to 6.99 cu. ft...... 130,014 13,061,411 411 42,206 1,991 
15 7% Tee €@ 1.....%.: 45,183 5,047,442 179 20,323 1,343 
16 CS! 2S eee 32,094 3,981,367 115 14,485 1,378 
17. .0 to 12:98 cu. ft.... 3,444 663,489 19 3,723 369 
1S. 33 cu. tt. and up...... ‘ 6,236 1,252,247 53 10,431 642 
19. Total Porcelain .......... 279,913 29,591,028 1,892 190,299 9,464 
20. Total—Lines 11 and 19...2,180,904 187,833,973 31,853 2,520,698 139,465 10,974,640 
21. Separate Systems 
1, Hp. or Less....... 1,964 84,308 2,753 92,098 11,595 532,162 
22. Separate Household 
Evaporators .......... 20,467 168,846 637 9,382 5,021 64,863 
23. Total—Lines 20, ‘al, 22.. . 2,203,335 .... 35,843 156,081 
24. Condensing Units 
4% Hp. or Less.... 9,613 560,227 304 20,234 3,596 229,745 
25. Cabinets—No Sy stems 8,844 326,845 6* 115* 993 45,847 
sowenead $188,974,199 $2,642,297 $11,847,257 


Nema Household Sales To Distributors 
In December Total 113,132 


Other Foreign 


Value ee ad Value 
$ 194* x 146 
"492 682 43,424 
14,132 2,947 207,688 
56,819 2,094 183,539 
52,364 1,068 103,806 
21,942 473 51,227 
7,801 186 
361 ; 
153,717 7,453 612,661 
71 13 995 
744 186 17,313 
973 136 14,340 
110 12,654 
176 23,621 
37 6,716 
S41 51 9,860 
2,629 709 85,499 
156,346 8,162 698,160 
1,356* 1,163 57,539 
388 3 123 
9,328 
529 318 20,165 
943* 59 2,878 
154,964 $778,865 


company 


installations 


250,964 Commercial Units Sold To Distributors 
During 1937 By 14 Companies 


The following report of commercial 
refrigerating and air-conditioning equip- 
ment sales for the year 1937 was made 
to the Commercial Refrigeration Section 
of the National Electrical Manufacturers 


1. Bottle Water Coolers— —Complete ara 
2. Pressure Water Coolers—Complete.... 
3. Water Coolers—Low Side Only........ 
4. Ice Cream Cabinets—Complete......... 
5. Ice Cream Holding Cab. Only (Remote ») 
6. Bottled Beverage Coolers—Comple te. 
7. Milk Cooling Cabinets (No High Sides) 
8. Air Conditioners—Self-Contained 
9. Air Conditioners—Floor Type 
(No High Sides) 
10. Air Conditioners—Ceiling 
(Cooling Only No High atiriiw a 


11. Air Conditioner ‘s—Ceiling Type 
(Equipped for Heating—No High Sides) 


12. Air Conditioners—Residential Type 
(No High Sides, Boilers, or Furnaces) 
13. Condensing Units Less Than 44 Hp... 


14. Condensing Units—'%% Hp............... 
15. Condensing Units—% Hp............... 
16. Condensing Units—*% Hp. 

17. Condensing Units—1 Hp........ 

18. Condensing Units—1% Hp......... 

19. Condensing Units—2 Hp...... 

20. Condensing Units—3 Hp........... 


21. Condensing Units 


l 
22. Condensing Units—7's Hp 
23. Condensing Units—10 Hp...... 
24. Condensing Units—15 Hp.. 
25. Condensing Units—20 Hp...... 
26. Condensing Units—25 Hp....... 
27. Condensing Units—30 Hp........ 
28. Condensing Units—40 Hp....... 
29. Condensing Units—50 Hp......... 
30. Total—Lines 13 to oe eer re 


31. Total—Lines 1, 2, 4, 6, 8, and 30...... 


32. c ommerc ial Ev: apor: ators 
(Not Reported Above) re 

33. Air Conditioning Evaporators 
(Not Reported Above) 


34. Total Commercial & Air Conditioning 


7,291 Commercial Units Sold In December By Nema 


. Bottle Water Coolers 
Pressure Water 
. Water Coolers 

. Ice Cream Cabinets 
. Ice Cream Holding Cab. 


Complete....... 
Coolers — e4 
Low Side Only. 
Complete. 

Only (Remote ) 


Clem Coto 


. Bottled Beverage Coolers—Complete. . 
. Milk Cooling Cabinets (No High Sides) 
8. Air Conditioners—Self-Contained 
9. Air Conditioners—Floor Type 

(No High Sides) ....ccciseces 
10. Air Conditioners—Ceiling 
(¢ ooling Only—No High Sides) 


ANS 


i. Air 
(Equipped for 


Ceiling Type 
No High Sides) 


Conditioners 
Heating 


12. Air Conditioners—Residential Type 
(No High Sides, Boilers, or Furnaces) 
13. Condensing Units Less 


Than }s 


Hp. 
14. Condensing Units—'s Hp. ‘ 


15. Condensing Units—'t2 Hp. 
16. Condensing Units—*, Hp. 
17. Condensing Units—1 Hp... 
18. Condensing Units—1's Hp. 
19. Condensing Units—2 Hp... 
20. Condensing Units—3 Hp. 


21. Condensing Units—5 Hp.. 
22. Condensing Units 
23. Condensing Units—10 
24. Condensing Units—15 
25. Condensing Units—-20 


26. Condensing Units—25 Hp 
27. Condensing Units—30 
28. Condensing Units—40 
29. Condensing Units—50 
30. Total—Lines 


31. Total—Lines 


13 to 29, Incl... 
1, 2, 4, 6, 8, and 30 


32. Commercial Evaporators 


(Not Reported Above) 
33. Air Conditioning Evaporators 
(Not Reported Above) 


34. Total Commercial & Air Conditioning 


“Includes sales and credits reported by 


ST. LOUIS, MO. 


CURTIS 


*‘Builders of Condensing Units Since 19. 


Canadian Curtis Refrigeration Co., Ltd. 
20 George St., 


Represented in Canada by 


Hamilton, Ont., Can. 


ak ieee is | 
> ee y es ale 


Rag ae Aes ‘a es 
leit Ee, Py 


(Nema) by 14 companies: 
Carrier Corp., 
Frigidaire Corp., 
Electric 
Nash- 


Association 
Brunner Mfg. Co., 
Crosley Radio Corp., 
General Electric Co., Gibson 
Refrigerator Co., _ Kelvinator Div., 


Kelvinator Corp., Merchant & Evans Co., 
Norge Div., Borg-Warner Corp., Servel, 
Inc., Uniflow Mfg. Co., Universal Cooler 
Corp., Westinghouse Electric & Mfg. Co., 
and York Ice Mac hinery Corp. 


SALES FOR THE YEAR 1937 


Domestic ana 
Quantity Value Quantity — "yites 
8111 $ 516,944 45 $ 3,055 
25,636 2.509.152 164 14°809 
1,954 137,263 10 584 
29'723 4,588,354 1,368 159,290 
41587 617.416 39 4,867 
36,123 3,201,442 1,382 69,328 
1.789 120'991 278 
81663 1,873,527 19 4,285 
3,373 1,326,537 13 4,787 
3,179 538,739 uu 2,300 
736 397,752 25 9,536 
450 150,612 3 1,243 
27,533 1,491,349 258 16.302 
27984 2' 136.876 578 46,652 
16.669 1,695,628 432 48,962 
11,206 1,520,065 237 34,988 
8'403 1'315,453 177 32/677 
41946 982.740 79 18.073 
2'429 566,673 32 8,135 
2'161 640,591 29 7.598 
1,621 661,990 9 3.553 
772 498.797 4 2'372 
849 660, 781 5 3,472 
730 706,117 3 2114 
494 Me eeeuk sab es 
a tees utes 
167 OS ee rr 
241 435,580 i 1,600 
68 aoe. since 28=©——(lCORe ee 
"106,673 «214,736,439 1,844 226,498 
214,929 2~S—t.... 4,822 Saini 
40,404 1,251,620 » 455 81,197 
2,998 786,662 4 274 
ke $32,753,450 $582,331 


SALES FOR DECEMBER, 


Domestic Canadian 
Quantity Value Quantity Value 
20* $ 2,073 * 3 $ 220 
391 42,338 3 257 
57 7,006 5 0CUlté«~S: Ci 
1,084 142,615 35 3,877 
183 24,099 1 9 
365 37,439 83 3,790 
29 1,914 sees. j.§ ‘wretches 
41 5,304 2* 470 
350 193,497 7 4,025 
112 16,740 4 480 
58 eee. 0 aatee0=0C“<it*‘(i‘“‘“‘ 
30 9,440 2 1,000 
667 26,333 9 612 
1,046 69,340 16 1,333 
126 41,544 16 1,988 
430 60,119 6 915 
243 37,322 5 997 
143 29,035 1 185 
67 16,759 ) 1,662 
71 21,858 ) 1,090 
35 14,907 1 360 
14 9,169 1 560 
27 21,390 2 1,470 
21 19,998 2 1,620 
24 25,893 
S ae 0 0CCtit00t—“—ti( HD 
31 43,782 ~ Sears 
51 86,203 1 1,600 
20 36,532 - i 
3,324 570,538 70 14,392 
5,185 192 
1,538 43,393 111 3,612 
104 8 rn) es Te 
$1,189,496 $31,277 
more than one company. 


Group Demonstrations 
Are Sales Builders 
In Foreign Lands 


NEW YORK CITY--Group demon- 
strations of Westinghouse appliances 
have helped to open up new markets 
in the Philippines, England, Colom- 
bia, Chile, and Santo Domingo, 
according to reports issued here 
from headquarters of Westinghouse 
Electric International Co. 

In the Philippines, W. A. Chittick, 
general manager of Western Equip- 
ment and Supply Co., Manila, has 
been conducting a program of dem- 
onstrations in the outlying sections 
of the islands where acceptance of 
electrical appliances is not so ad- 


vanced as in Manila. 
Using the tax-payers list as a 
guide, Mr. Chittick sent personal in- 


vitations to a_ selected group of 
women in each district. A demonstra- 
tion room was hired and a Westing- 
house refrigerator, range, sandwich 
grill, percolator, and coffee maker 
were used to prepare luncheon and 
tea. 

The demonstrations were directly 
responsible for a number of sales of 
appliances, Mr. Chittick states, and 
led to a great many promising con- 
tacts. 

In England, the Lightfoot Refrig- 
eration Co., Ltd., London, Westing- 


Other Foreign Total World 


‘Quantity — Value Quantity — Value 
696 $ 51,926 8,852 $ 571,925 
1,139 117,181 26,939 2,641,142 
90 6,342 2,054 144,189 
1,944 222,201 33,035 4,969,845 
174 23,342 4,800 645,625 
1,117 93,680 38,622 3,364,450 
9 6,485 1,892 127,754 
1,672 390,314 10,354 2,268,126 
276 85,731 3,662 1,417,055 
509 67, 565 3,699 608,604 
47 24,709 808 431,997 
101 50, 500 554 202,355 
8,888 526,915 36,679 2,034,566 
6,403 5 I 861 34,965 2,705,389 
8,315 355,356 20,416 2 099, 946 
1,735 248,947 ~ 13, 178 
1,177 203,512 9,757 
696 147,076 5,721 
1,530 118,994 3,991 
498 122,791 2,688 
133 55,591 1,763 
67 41,088 843 
77 58,019 931 
53 45,097 836 753,32 
26 31,010 520 597,439 
ae 9,429 —s«357 479,202 
6 8,400 173 263,416 
32 51,200 274 488,380 
2 3,719 70 136,300 
24,645 2,549,005 133,163 17, 511, 942 
| eee 250,964  ~u..... 
11,236 351,048 54,095 1,683,865 
119 57,695 3,121 844,631 
errr $4,097,724 enon $37,433,505 


Companies 


1937 

Other Foreign Total World 
Quantity Value Quantity Value 
47 $ 3,190 30 $ 1,337 
109 10,876 503 53,471 
562 64 7,568 
132 13,419 1,251 159,911 
940 192 25,133 
58 4,827 506 46,056 
4 253 33 2,167 
62 14,255 101 19,089 
42 19,568 399 217,090 
60 7,782 176 25,002 
5 2,714 63 38,089 
13 6,500 45 16,940 
296 17,494 972 44,439 
578 32,690 1,640 103,363 
254 28,451 696 71,983 
150 21,470 586 $2,504 
57 10,028 305 48,347 
43 9,151 187 38,371 
38 8,854 111 27,275 
17 4,549 92 27,497 
41 7,246 77 32,513 
11 6,952 26 16,681 
11 8,390 40 31,250 
1 810 24 22,428 
1 1,269 25 27,162 
2 2,851 10 13,205 
1 1,400 32 45,182 
3 4,800 55 92,603 
2 3,719 22 40,251 
1,506 180,124 4,900 765,054 

1,914 cae 7,291 

1,080 36,519 2,729 83,524 
15 10,683 119 72,554 
ae sess $1,532,985 
house distributor, has hired Miss 
Helen Syme, home economist, to tour 


the country demonstrating appliances 
and training members of dealerships 
and customers in their use. 

In Colombia, the Cia. Colombina 
de Electricidad collaborates with a 
young ladies’ school to give public 
courses in home economics. 

In Chile, the Cia. Chilena de Elec- 
tricidad, Santiago, recently opened a 
demonstration stand in the Gath & 
Chaves department store. The elec- 
tric company’s home economists hold 
practical training courses and con- 
ferences in domestic science and the 
use of electrical appliances. 

Similar presentations are to be 
given over a period of three months 

In Santo Domingo, the electric 
company has been staging public 
meetings to teach domestic economy 
and the use of Ladin lighting. 


Rider pn Staff Of 
G-E Home Bureau 


NEW YORK CITY—Sumer C 
Rider, a member of the New York 
division of General Electric Co.'s 


publicity department for the past six 
years, has joined the advertising and 
promotion staff of the General Elec- 
tric Home Bureau here. 

Mr. Rider joined the G-E organi- 
zation in 1929, spending two years 
in the New York office of the in- 


candescent lamp department 
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Distributer - Dealer Deings 


@ 
‘Why Lose Money?’ 
Vining Asks Dealers 


INDIANAPOLIS—V. E. “Sam” 
Vining, of Westinghouse Electric & 


Mfg. Co., recently addressed mem- | 
bers of the Indianapolis Electric 
Appliance Dealers Association on | 


“Why Lose Money Selling Electric 
Appliances ?”’ 


Officers of the Indianapolis as- 


sociation are Louis O. Rainer, presi- 


dent; C. H. Domhoff, vice president, 
and R. S. Kiser, secretary. Commit- 
tees named are: Attendance—E. M. 
Lawrence, chairman, J. D. Klinger, 


Ralph Fisher, John M. Taylor, Donald | 


Delbrook, Glen Shoup, A. C. Cran- 
dall, and D. M. Kersey. Reception 
Rudolph Crandall, chairman; C. Fred 
Fitchey, Hugh C. Green, Gerald 
Hyde, Roy L. Brown, Doyle Wyre, 
and Adolf Wagner. 


Arkansas Dealers Hear OF 
Norge Educational Plan 


LITTLE ROCK, Ark.—Norge ap- 
pliance dealers of Arkansas met in 
Marion hotel here recently for a 
sales conference sponsored by Gunn 
Distributing Co., local Norge dis- 
tributor. 

William H. Burruss, special sales 
consultant for the new educational 
department of Norge division, Borg- 
Warner Corp., was principal speaker. 
Other Norge officials who spoke at 
the meeting included E. R. Lovegren, 
educational director; E. I. Jones, 
southwest district manager; G. B. 
Turner, of the range division; E. R. 
Bridge and H. E. Hope, of the washer 
division. 

During the day, the 1938 lines of 
Norge products and the company’s 
1938 sales and advertising plans were 
introduced and explained. W. W. 
Evans, manager of the Gunn com- 
pany, was master of ceremonies. 


Miller & Irwin Organize 
Maryland Dealership 


SALISBURY, Md.— Ken Miller and 
Frank Irwin have organized the firm 
of Miller & Irwin here to sell refrig- 
erators and appliances and to engage 


in the electrical wiring business. 
Westinghouse appliances’ will be 
featured. 


Mr. Miller, a member of the former 
firm of Miller & Morgan, will handle 
the new firm’s appliance business; 
Mr. Irwin, former sales manager of 
Miller & Morgan, will be in charge 
of the new company’s wiring activi- 
ties. 


Davis Electric Sponsors 


F-M Showing 


LITTLE ROCK, Ark.-—W. B. Davis 
Electric Supply Co., Arkansas dis- 
tributor for Fairbanks-Morse Con- 
servador refrigerators, recently spon- 
sored a showing of 1938 models for 
F-M dealers throughout the state. 


Glennie Elected Officer 
Of Niagara League 


BUFFALO Robert D. Glennie, 
district manager of General Electric 
Supply Corp., has been elected a 
vice president of Electrical League 
of the Niagara Frontier to succeed 
Edward F. Strong. He also replaces 
Mr. Strong on executive committee. 

Other officers of the league were 
re-elected as follows: Herbert I. 
Sackett, president; George J. Reich- 
ert, vice president; Richard Wahle, 


secretary-treasurer. 


Cincinnati Distributors 
Make Preparations 


For Annual Show 


CINCINNATI-—Sixth annual Elec- 
trical Progress Exposition cospon- 
sored by the Cincinnati Electrical 
Association and the Cincinnati Times- 
Star will be held here from March 
21 to 26 on the first floor of the Union 
Central annex. 

Participating in the exhibition will 
be local distributors of nationally 
advertised electrical household ap- 
pliances and radios, who are mem- 
bers of the association. 


Heading the show committee are 
E. P. Zachman, chairman, manager 


| of the association, and H. J. Uimer 


of the Times-Star. Other members 
of the committee are: Kenneth 
Magers, Cincinnati Gas & Electric 
Co.; Matt R. Williams, Crosley 
Distributing Corp.; John S. Kelley, 
Jr., Tafel Refrigeration Co., and 
France Raine, of the Times-Star 
publicity department. 


Richards & Conover Holds 
Wichita Meeting 


WICHITA, Kan.—-The 1938 Kelvin- 


| ator lines were presented to dealers 


B The Distributor. Who Sells the 


IS BUILDING GOOD-WILL FOR 


in the Wichita area at a_ special 
meeting arranged by Richards & 
Conover Hardware Co., distributor, 
at Hotel Lassen here. 

Participating in the conference 
were S. H. Richards, vice president 
and general manager of the distribu- 
torship; Karl Donovan and Verlus 
Taff, Wichita branch sales manager 
and office manager, respectively, of 
the distributorship, and Henry L. 
Schmutz, district sales manager for 
Nash-Kelvinator Corp. 


Norge Program Outlined 
To Montana Dealers 


GREAT FALLS, Mont.--Midland 
Implement Co., distributor, was host 
to Norge dealers and salesmen of 
Montana at a two-day meeting. 

Participating in the conference 
were Carl Rahn, Billings, head of the 
distributorship; R. L. Rahn, in charge 
of the Great Falls office; Ronald 
Reese, Billings; Lee Cox, Norge divi- 
sion sales manager; W. D. Hostetler, 
Seattle, Norge range division man- 
ager; H. W. Winningham, Seattle, 
Norge heating division manager; T. 
C. Cawthorne, Norge washing ma- 
chine division manager, and L. D. 
Elder, Great Falls, of the Com- 
mercial Credit Co. 


South Bend Dealer Buys 
Lumber Co. Building 


SOUTH BEND, Ind.—-Radio Equip- 
ment Co., Kelvinator distributor here, 
has purchased the building formerly 
occupied by Indiana Lumber & Mfg. 
Co., and will transform it into a 
warehouse and offices, according to 
an announcement by J. H. Sunderlin, 
president 


Benton-Bailey Is Host 
To Virginia Dealers 


RICHMOND, Va. Fairbanks- 
Morse dealers of Richmond and vicin- 
ity were guests of The Benton- 
Bailey Co., distributor, at a dinner 
meeting held at Rueger’s hotel here 
recently. Thomas Phillips, sales man- 
ager of the appliance department of 
the distributorship, presented the 1938 
line of Fairbanks-Morse refrigera- 
tors and home laundry equipment 


YEARS TO COME! 


It is just good business foresight to sell your customers a quality- 
built Copeland product. 
hold or Commercial Refrigeration, you are wisely building up 
a backlog of long-time customer satisfaction that will pay you 
dividends in continued patronage for many years 


Whether you sell Copeland House- 


Write for Sales Plan 


COPELAND REFRIGERATION CORPORATION 


Sidney, Ohio 
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New Dealer Sets Out 
To Sell Kitchens 


ST. LOUIS—To sell the American 
housewife the idea of a completely 
modern kitchen, and then to sell her 
all the electrical appliances with 
which to equip it—this was the goal 
which Warren H. Kendrick had in 
mind when he organized Warren H. 
Kendrick, Inc. as a Norge dealer- 
ship in Webster Groves, fashionable 
St. Louis suburb. 

To help carry out this plan, Mr. 
Kendrick had his store equipped 
with a completely modern, all-electric 
kitchen for use as a showroom. 


Spurrier’s Buys Out 
W. E. Titus Corp. 


OKLAHOMA CITY Spurrier’s, 
Inc., has purchased the W. E. Titus 
Radio Corp., maintaining offices here 
and at Tulsa, and is taking over state 
distribution of Crosley radios former- 
ly handled by the Titus firm. The 
new firm is maintaining temporary 
headquarters at 16-18 W. California 
Ave. here. The purchase, announced 
Feb. 6, was made for a reported con- 
sideration of $75,000. 


Gambill Co. To Distribute 
Landers, Frary & Clark Line 


NASHVILLE, Tenn. Gambill 
Distributing Co., of which Wheless 
xyambill is president and active man- 
ager, has been named distributor in 
this territory for Universal refrigera- 
tors, manufactured by Landers, 
Frary & Clark, New Britain, Conn. 
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G-E Motors Help Sell 


Millions of these motors are driving refrigera- 
tors, washers, ironers, and similar appliances. 
Their performance has made friends everywhere. 
Prospects know that they are reliable; a G-E 
motor on your appliances carries at a glance a 
conviction of the high quality of their electric 
equipment. It says Aigh quality more loudly 


than words. 


In what 


mechanical and electrical dependability of your 
appliances than by adding the reputation of G-E 
motors to that of the appliance manufacturer? 
With such a combined sales appeal you can 


better way can you drive home the 


Oregon Utility Running 
Appliance Drive In 
Rural Territory 


PORTLAND, Ore.—Portland Gen- 
eral Electric Co., first utility in the 
Pacific Northwest to make a con- 
tract with Electric Home and Farm 
Authority, is conducting an intensive 
campaign in the lower Willamette 
Valley for increased use of electrical 
appliances. 

W. H. Hamilton, Willamette divi- 
sion manager of the utility, points 
out that 85% of the farms in the 
lower valley are equipped with elec- 


tricity. Under the contract with 
EH & FA, customers may make 
purchases of electrical appliances 


from their regular dealers on down 
payments as low as 5% and with 
long terms. 

Monthly instalments on appliances 
purchased from dealers are payable 
to the utility at the same time the 
electric service bills are due; pay- 
ments are credited to the cus- 
tomer’s account and forwarded to the 
Authority. 


Holmes Heads Refrigeration 
For Edgar Morris Co. 


WASHINGTON, D. C.—Allinson 
Holmes has been appointed mana- 
ger of the Westinghouse refrigera- 
tion division of Edgar Morris Sales 
Co. to replace S. N. Smart, who re- 
signed last December to become 


Westinghouse Electric & Mfg. Co.’s | 
in this terri- | 


factory representative 


tory. 


Appliance Advertising 
In Chicago Censured 
By Business Bureau 


CHICAGO—Radio and appliance 
advertising placed by specialty stores 
in local newspapers has been con- 
demned by Chicago's Better Business 
Bureau as more misrepresentative 
and misleading than advertising for 
any other type of merchandise. 

Some of the abuses listed by the 
BBB as having been incorporated in 
these advertisements are: “bait” 
attractions; improper use of trade 
marks or names; layouts obviously 
designed to confuse, if not to deceive, 
the reader; exaggerated so-called 
“trade-in allowances’ based upon 
unfounded list prices; and _illustra- 
tions which picture merchandise 
more desirable than that described. 


“These practices,’ the bulletin 
continues, “arouse some competitors 
to similar tactics, and a ‘trade war’ 
is then waged in the public prints. 
The buying public is confused and 
exploited. Results are destructive 
and wasteful.” 

In a recent bulletin issued by the 
bureau, examples of this type of 
advertising are cited and discussed. 
The bulletin points out that any 
inaccuracies or objectionable state- 
ments in these advertisements have 
been called to the attention of the 
advertisers, who have agreed to 
discontinue such practices. 

The bulletin goes on to describe 
these advertisements as “distinctly 
harmful to all honest advertisers and 
potentially destructive to the justi- 
fied confidence of the public in the 
accuracy of advertising as a whole.” 


Why They Are Trouble-free 


A domestic electric refrigerator—to mention one 
appliance—must operate quietly and for long 
periods of time with little or no attention. Con 
sider a few of the many qualifications G-E 
motors have for this job: 


Cast-aluminum rotor winding —a one-piece 
pressure casting that cannot become open 


circuited or burn out. The rotor is one solid 


piece 


spend more time on the advantages of appliance 


ownership; the merits of your particular product 
speak for themselves. General Electric Company, 


Schenectady, New York. 


GENERAL 
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has no wearing parts. 


Long-lived bearings — positive oil circulation 
constantly keeps fresh, clean oil on bearing 
surfaces. Bearings have large oil-storage capac 
ity. Oiling is required but once a year 


Quiet — rotating parts are carefully balanced 
to minimize vibration, and the motor is mounted 


in rubber to isolate all torque pulsations. 


ELECTRIC 
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Commercial Re rigeration 


Hill ‘1950’ Display Case Has New Coils, 
Construction, Design, And ‘Use’ Features 


TRENTON, N. J.—Distinguished 
by a “true” streamlined design, built 
by a new method of steel construc- 
tion, and refrigerated with a new 
coil system, the C. V. Hill & Co. 
“1950” series of refrigerated display 
and storage counters is now being 
introduced to dealers throughout the 
country. 

A number of new _ convenience 
features, designed to make the 
equipment easier for the food mer- 
chant to use, have also been incorpor- 
ated into the new line. 

Hill’s new “free-flow” coils and 
baffles are claimed to permit free 
flow of air over the entire coil sur- 
face. There are double U-shaped 
coils in top, and both top and bottom 
coils are larger. Ceiling and baffles 
are of porcelain, and the double drip 
pan is also of porcelain. 

Four inches of Balsam-Wool insu- 
lation are used in the new Hill display 
case line. The insulation is within 
a hermetically sealed moisture-proof 
envelope, the corners are completely 
insulated, and Hill officials point out 
that there is no non-insulating frame- 
work. 

To gain streamlining effect, every 
corner on the counter is rounded and 
the case gives the appearance gen- 
erally of having gracefully molded 
lines; there are no screws or visible 
fastenings, sub-base is indented, and 
chrome striping lends a decorative 
effect. 

Cases are of low height, and the 
display glass has more slant, said 
to provide a deeper view. Hill “‘water- 
white” plate glass is used. A stream- 
lined non-glare reflector is said to 
eliminate almost entirely light bulb 
reflection in the front glass. 

Principal new feature in the 
double-duty display cases is a foot- 
pedal door opener for the bottom 


storage doors, making it possible for 
the clerk to have both arms full and 
yet open the door conveniently. 

Doors have been changed in design, 
and there are no exposed hinges or 
catch. Construction details of the 
door include hard rubber jambs, steel 
sill, and rubber gaskets. Corners of 
the door are rounded and it fits 
nicely against the case to carry out 
the streamlining motif. 

Service doors to the display com- 
partment slide on clogless, roller 
bearings. The door curves up over 
the back of the case. When the door 
slides, part of the case top slides 
with it, exposing every platter to 
easy reach. 

Extra-long opening handles are 
also a feature. The doors have insu- 
lated centers and a glazing seal. 

Several accessory items come with 
the Hill cases. These include a set 
of platters for the flat porcelain 
“slat” shelves; an “up-down” wrap- 
ping board; an adjustable scale stand 
and paper cutter; and parchment 
paper holder. 

Where a completely self-contained 
refrigerated case is desired, 6, 8, 10, 
and 12-foot cases are furnished with 
an attached compressor housing in 
the form of a counter. 

There are four series of display 
cases in the new line—a single-shelf 
double-duty display case, a triple- 
shelf double-duty display case, and 
two types of top display cases. 

The “1950” series Hill dairy dis- 
play refrigerators are marked by 
higher display doors, brighter illum- 
ination, compact construction (30- 
inch depth), and the provision of 
both a display and a storage com- 
partment. 

To cool these cases there is a coil, 
baffle, and flue arrangement in the 
top of the cabinet. A hinged baffle 


affords access to the expansion valve. 
Self-contained models are available 
in the dairy box line. 


The dairy display cabinets have 
stepped-back porcelain shelves with 
ticket molding, porcelain partition to 
Separate the cheese department, 
double-pane glass, pull-out cheese 
disk, doors that slide on roller bear- 
ings, 4-inch insulation, and galvanized 
water-tight metal lining. 


General Controls Moves 


New York Office 


NEW YORK CITY—General Con- 
trols Co. has moved its New York 
City branch office to the floor below 
its former location at 267 Fifth Ave., 
where it will have a floor space of 
1,000 sq. ft., three times that of its 
previous quarters, reports W. D. 
Weeks, branch manager. 


Complete stock of controls will be 
carried at the new location. General 
Controls is installing control equip- 
ment in the Administration building 
of the New York World’s Fair. 


Philadelphia Branch Is 
Opened By Penn Switch 


PHILADELPHIA — Penn Electric 
Switch Co. has opened a new branch 
office here with D. A. Coon, former 
sales manager of the company’s New 
York City office, in charge, accord- 
ing to an announcement by R. H. 
Luscombe, sales manager for the 
company. 

All Penn sales and service activi- 
ties in the Philadelphia territory will 
be handled from the new branch, 
and a complete stock of Penn con- 
trols for refrigeration, air condition- 
ing, heating, and air compressor ap- 
plications will be carried. 


McCartin Heads Chicago 
Super-Cold Branch 


CHICAGO—M. McCartin, former 
sales manager of Super-Cold Midwest 
Co., distributor in this territory for 
Super-Cold Corp., has replaced J. H. 
Biehn as manager of the distributor- 
ship. Mr. O’Meara has been named 
secretary and auditor. 
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Build Better Cases 
with this LIFETIME INSULATION | 


@ You have an extra sales point in your favor when you build your 
refrigerated display cases with Dry-Zero. Because this is the LIFE- 


TIME INSULATION. 


By using Dry-Zero you know you are building a better case. You 

- know that Dry-Zero will give 100% protection as long as the case is 
used. You know the case will operate economically. Most important, 
you know that the Dry-Zero will resist water and rot and fungus 
growths; it will never develop smells; nor will itsag down into a pulpy 
disintegrating mass. It keeps its insulating effectiveness for a lifetime. 
These are the very reasons why Dry-Zero is the preferred insulation 
for railroad cars, household refrigerators, and refrigerated trucks. 


RAILROAD SERVICE PROVES 
DRY-ZERO DURABILITY 


The hardest service demands placed on insula- 
tion are found in the refrigerated railroad car. 
Yet Dry-Zero has been taken from worn out rail- 
road refrigerator cars and used over again. As 


evidence, the photograph above is of a Dry-Zero 


sample taken from a railroad refrigerator car 12 
years in service. This insulation was inspected 
by car building experts; declared good as it was 
when installed in 1926; and put back into use 


in a new car. 


Consider these facts. Then investigate Dry-Zero 
insulation for use in your own refrigerated 
display cases! Ask the advice of Dry-Zero Cor- 
poration engineers on your insulation needs! 


DRY:ZERO 
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mercial Insulant Known 


DRY-ZERO CORPORATION, CHICAGO, U.S.A. 


Takes Over Eastern Territory For Mills 
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B. B. Dawes, newly appointed eastern manager of the commercial 
refrigeration. division, Mills Novelty Co., gets a “hand” on the new job 
from Ray Polley, manager of the division. 
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Modern System, Including Evaporative Condensers 
And Blower Units, Replaces Old Dairy Equipment 


UTICA, N. Y.—Three Frick re- 
frigerating machines, including a 9 
by 9 with double suction connections 
and two 7 by 7 units, have been 
installed in the local plant of Gen- 
eral Ice Cream Corp. to replace old 
equipment. 

All of the machines discharge into 
a bank of three evaporative con- 
densers, mounted over a common 
water pan. Condenser assembly is 
located on the roof of the building. 

The combined refrigerating plant 
operates for two Vogt freezers, two 
batch freezers, a Frick popsicle 
tank, three hardening rooms, a milk 
storage room, and an ice cream 
mixer, total load being 65.55 tons 
of refrigeration. 


SUCTION PRESSURES 


The 9 by 9 compressor is driven 
at 360 r.p.m. by a 75-hp. motor. High 
suction pressure, which is required 
for cooling the mix and the milk 
storage room, is maintained by back 
pressure valves. 

Both 7 by 7 machines operate at 
300 r.p.m., one with a 35-hp. motor, 
the other with a 25-hp. motor. The 
latter compressor is equipped for 
automatic operation and carries the 
storage room load overnight. 


Combined capacity of the evapora- 
tive condensers is 120.tons, based on 
72° wet bulb temperature for the 
air. Maximum recorded head pres- 
sure with all compressors running is 
165 lbs. Minimum, recorded during 
summer weather, is 135 lbs. Average 
head pressure is between 150 and 
155 lbs. In winter, the head pres- 
sure drops to 100 lbs. 


WATER REQUIREMENTS 


On an average, the condensers 
require only 0.025 gallons per minute 
of make-up water per ton of refrig- 
eration. Water feed goes first through 
a separator-heater, in the discharge 
line and then through the compres- 
sor jackets, before reaching the con- 
denser pan. Make-up water is at an 
average temperature of 78°. 

Hardening room No. 1 has a total 
of 3,840 feet of 14-inch VW coils, 
arranged in two units, in addition to 
the shelf coils. Hardening room No. 2 
is equipped with standard ceiling 
coils, operating on a recirculating 
system. Third hardening room has 
5,070 feet of 14%4-inch VW coils. 

Temperatures ranging between 
minus 12 and minus 17° F. are main- 
tained in the three rooms. Ice cream 
is passed from one room to another 
through small doors, and two of the 
rooms have similar openings for 
handling of popsicles. 


BLOWER UNIT 


The milk storage room is kept day 
and night at 35° F. by a Buffalo 
ceiling-type unit. 

Compressor foundations were 
poured on top of high-density cork 
placed on a 10-inch concrete slab in 
the engine room. 

Three separate suction lines run 
to the compressor room, being car- 
ried around the walls. These lines 
facilitate transfer of the load from 
one machine to another without inter- 
rupting the operation of the freezers. 

A separate suction line leads from 
the Vogt continuous freezer, and 
another from the batch freezer. 
Fluctuation of pressure on the cons 


tinuous freezers when the batch 
freezer is cut in and out is thus 
prevented. 

In keeping with its general miod- 
ernization program, the ice cream 
company also has installed refriger- 
ating equipment in several of its 
other plants. A 50-ton Frick ice 
freezing system was installed in the 
plant at Elmira, N. Y. 


OTHER INSTALLATIONS 


A 36-mold popsicle freezer, with 
VW coils and control equipment, was 
installed at Watertown, Mass. Auto- 
matic equipment for a unit cooler 
was installed at Binghamton, N. Y. 
A 6 by 6 machine, VW coils, and 
automatic equipment were placed in 
the plant at South Manchester, N. H. 
At Bridgeport, Conn., 4,540 feet of 
14-inch pipe and VW coils were in- 
stalled for a hardening room. A liquid 
circulating pump was installed at 
New Haven, Conn., making it pos- 
sible to lower the hardening room 
temperature from 0° to —20° F. 


Specially Built System 
Employed in Winery 


MIRA LOMA, Calif.—Heat gener- 
ated by fermentation during wine- 
making is controlled in the C. Coppo 
and Son winery here by year-around 
cooling apparatus built especially for 
this industry. 

A Carrier compressor, driven by 4 
15-hp. motor, distributes the cooling 
compound to a double-pipe, stainless 
steel wine cooler. This cooler was 
found to be essential because the 
varying quantities of water and 
sugar in the grapes each season led 
to a problem of temperature control 
during fermentation. 

It was found that, by correct cool- 
ing methods, the winery was able to 
produce the equivalent of a five-year 
old wine in one year. Another ad- 
vantage was in the facilitation of 
wine shipping to eastern markets. 


Refrigerated Truck Carries 
Ice Cream, Butter & Beer 


CHEYENNE, Wyo.—A triple-com- 
partment refrigerated truck used for 
delivering ice cream, butter, and beer 
over a 450-mile, two-day route has 
been put into service by Corbett Ice 
Cream Co. here. 

Two forward compartments are re- 
frigerated to —6° F. by a Frigidaire 
compressor driven by a_ specially- 
wound motor which, through a ‘wo 
way switch, operates either on 110 
or 220-volt alternating current. Six- 
inch Dry-Zero insulation is used 02 
the sides and ceiling of both com- 
partments, and the floor is insulated 
with six inches of cork. 

These forward compartments are 
equipped with four Kold-Hold units 
accommodating 800 gallons of ice 
cream in cans, packages, and novelty 
wrappings. 

Automatic control shuts off the 
compressor when a temperature 
—6° is reached. 

The rear compartment, with capa 
ity for 75 cases of beer and 30 cases 
of butter, is cooled by controlled 
leakage from the front sections, 2” 
is insulated with three-inch Dry-Zer 
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Better instalment Credit Timing 
Needed To Prevent Its Becoming 
Drag On Recovery, Merriam Says 


NEW YORK CITY—Judgment as 
to the proper quantity of instalment 
credit and the timing of its use must 
pe v.stly improved, if it is to attain 
as 21 Objective the stabilizing of 
prod::ction, Malcolm L. Merriam, 
chief of the Instalment Credit Union, 
Marl eting Research Division, U. S. 
Depa'tment of Commerce, told the 
Credit Management Division of Na- 
tiona. Retail Dry Goods Association 
during the organization’s recent 
annul convention here. 

“Instalment credit has no doubt 
facili ated the growth of mass pro- 
duction industries and contributed to 
the price reductions which have 
folloved,” Mr. Merriam said. “With 
a constructive attitude, we may ask: 
if there is a way to use this powerful 
device and- avoid disturbing credit 
effects. 

“Perhaps by financing the growing’ 
instalment volume from investment 
funds, rather than bank credit, its 
diffused stimulus on the up-swing of 
pusiness can be eliminated, but I see 
no way, short of intervention by 
public spending, to counteract its 
deflationary effects in a period of 
debt contraction. 

“In view of these unsolved prob- 
lems, even the most moderate state- 
ment I can make expresses alarm at 
the tendency of instalment selling to 
spread over the whole credit grant- 
ing retail field.” 


CREDIT SALES TOTAL 30% 


About 30% of retail sales are 
credit sales in one form or another, 
Mr. Merriam stated. Of this amount, 
roughly two thirds are on open ac-. 
count or regular charge accounts. 
The other one third is on instalment 
account, and the amount and char- 
acter of outstanding credit generated 
by these sales is quite different from 
open account credit, he pointed out. 

Instalment credit is a longer term 
proposition, and the consumer is 
definitely carried into the period of 
his future earnings in order to 
liquidate it. From a strictly credit 
point of view, instalment sales have 
almost twice the importance of open 
credit sales, Mr. Merriam declared. 

An increase in instalment sales 
casts a larger and longer credit 
shadow into the future than a much 
greater increase in open account 
sales, he went on. 

“The general credit situation may 
become fairly stable if one group of 
people are buying on _ instalment 
while others are liquidating in equal 
volume,” Mr. Merriam said. “On the 
other hand, in widespread business 
recessions purchasing power is ab- 
sorbed in paying off these consumer 
debts, and this exaggerates the 
down-swing. 

“Again, if consumers become pre- 
maturely overloaded with certain 
goods, by reason of the facility of 
buying on instalment, those indus- 
tries which have over-sold their 
products in this manner will suffer 
Severely. Liquidations of instalment 
credit will proceed faster than new 
contracts are written, and _ this 
deflationary factor adds to other 
evidences of distress spreading from 
the depressed industries. 


TRACES INSTALMENT GROWTH 


“In 1929, instalments outstanding 
were estimated at about 3 billion 
dollars. When checked again by the 
Censiis of Business in 1935, they 
Were about 2.2 billion dollars, but we 
had two full years of instalment 
growth. The shrinkage in the amount 
of outstanding instalment credit from 
the peak of 1929 to the low point 
of mid-1933 may have been as much 
4 1.5 to 2 billion dollars. 

_ “That was not a small item, and 
its importance was not diminished 
by the fact that it represented only 
4 Small part of the general deflation 
of credit.” 
_After reviewing monthly sales and 
outstanding credit for 40 department 
Store 5 covering the period 1929 to 
1933, and open and instalment credit 
Sales of 172 identical department 
stores for 1935 and 1936, which indi- 
cate that instalment sales are show- 
“ greater relative increase than 
Cash or open credit sales, Mr. Mer- 
a went on to say: 
‘The volume of department store 
iment sales is small, probably 
less ‘han 10% of all retail instalment 
Sales. Another 25%, approximately, 


of total instalment volume is ac- 
counted for by more specialized retail 
outlets dealing in furniture, house- 
hold appliances, jewelry, clothing, 
etc. The volume of instalment sales 
in furniture stores is about equal to 
department store instalment volume. 
On the other hand, their open ac- 
counts are relatively small. 


“The growth of instalment selling 
by household appliance stores pre- 
sented outstanding open and instal- 
ment receivables by months for 
1935 and 1936. In the relatively 
greater importance of instalment 
outstandings the credit situation is 
similar to that of furniture stores, an 
exception being slower collections on 
instalment accounts. 


APPLIANCE STORES SURVEY 


“For household appliance stores 
the Retail Credit Survey reports an 
increase in total sales, of which 74% 
were on instalment, of 15.2% in 1936. 
I believe that this figure is too low 
for all of the appliance business. 
In comparison with 1935 the average 
of instalment outstandings for the 
stores shown was 32.5% greater in 
1936. Radio stores are not included 
in the household appliance group, 
and their very large retail sales 
increased about two thirds in 1936. 


“From the standpoint of produc- 
tion, the appliance and radio indus- 
tries have not repeated in 1937 the 
spectacular increases which occurred 
in 1936. Reports indicate that the 
percentage increase in 1937 was 
about one half that of 1936 over 
1935. Retail sales of all electrical 
merchandise in 1937 are very con- 
servatively estimated at not more 
than 10% above the 1936 level. 


“Of greatest continuing 
tance, and particularly significant at 
this time, are automobile sales on 
the instalment plan. About two 
thirds of total instalment sales vol- 
ume is accounted for. by the auto 
industry alone. On an index basis, 
the dollar value of retail sales of 
new. passenger autos increased from 
83.8 in 1935 (1929-31—100) to 105.1 
in 1936 and 114 in 1937. ‘ 


ONLY PART OF STORY 


“Particularly in the case of major: 


electrical appliances and automobiles, 
only a part of the credit story is 
revealed by the retailers’ receivables. 
In both lines there is heavy depend- 
ence on sales finance companies, 
which have ready access to the 
sources of credit. Figures which 
have recently been made available 
show that retail automobile receiv- 
ables held by a large group of sales 
finance companies increased from 
669 million dollars in January, 1936, 
to 1,267 million dollars in August, 
1937. 

“Total instalment sales in 1935 
were 3,600 million dollars, advancing 
to 4,500 million dollars in 1936. Sales 
of consumers’ durable goods, com- 
monly purchased on_ instalment, 
experienced a phenomenal accelera- 
tion in 1936. A leveling off in some 
lines became noticeable, however, in 
the early months of 1937, and virtu- 
ally all retail sales shared in the 
decline of the last quarter. 


“Available indicators point to a 
decided easing in the rate of instal- 
ment growth in 1937 to perhaps less 
than half the percentage increase in 
1936, which was 25%. On this basis, 
the instalment volume in 1937 may 
have been 10% greater than in 1936, 
or an estimated dollar volume in 
1937 close to 4,950 million dollars. 
Estimated instalment sales would 
thus be 12.25% of estimated total 
retail sales of 40,388 million dollars 
in 1937. 


FEW CHANGES IN 1937 


“Average amount of instalment 
credit outstanding during the year 
would be determined primarily by 
down payments and length of terms 
in relation to the volume of sales. 
Except for delayed efforts to restrain 
liberal tendencies, mostly in the 
latter part of 1937, there is little 
evidence of any definite effect of 
terms restrictions for the year as a 
whole. Consequently, if the instal- 
ment collections situation was even 
as good as in 1936, the estimated 
1937 instalment sales volume of 
4,950 million dollars would indicate 


impor-: 


average instalment credit outstand- 
ing of 2,861 million dollars. 


“This preliminary estimate is only 
a fraction smaller than the highest 
recorded credit level of 2,940 million 
dollars attained in 1929, and is 
greater than the 1929 average of 
about 2,600 million dollars. In 1929, 
however, there was an _ estimated 
6,500 million dollar volume of instal- 
ment sales. Why did only 76% of 
the 1929 instalment sales volume re- 
quire a larger amount of credit? 
Liberal terms and vanishing down 
payments are the answer. 

“The 1937 preliminary estimate of 
average outstanding credit does not 
include an unknown quantity of in- 
stalment credit extended directly to 
consumers by banks. Sales. so 
financed are cash sales to the retailer, 
but the total of what is essentially 
instalment credit is increased by the 
transactions. In the not too distant 
past banks were notoriously opposed 
to consumer credit in general, and 
instalment credit in particular. 

“Their recent interest in the con- 
sumer is not pure altruism. Bank 
loans and investments, and deposits, 
are now at the highest level in our 
history, but the watering down of 
bank earnings because of idle cash 
balances and huge new investments 
in low yield government securities 
has been a real problem. Conse- 
quently, some bankers have cast 
envious eyes on consumer financing. 


BANKS CHANGE VIEWS 


“With reference to retail instal- 
ment financing, it would appear that 
they have reasoned that if retailers 
and finance companies can borrow 
from them at favored rates, and 
profitably reloan to consumers, they 


might take a short-cut and loan the 
consumer direct. 

“What is instalment credit worth 
to us at this juncture? Instalment 
selling is differently valued, depend- 
ing upon the point of view. Consum- 
ers have expressed approval by con- 
tinuing to buy on instalment plan. 
Retailers have catered to this de- 
mand, broken down the barriers 
between ‘hard’ and ‘soft’ merchandise, 
devised seductive slogans, and refined 
credit procedures. Expressing satis- 
faction with sales volume, they have 
shifted about two thirds of their 
instalment credit worries to the sales 
finance companies. 


“Manufacturers are not particu- 
larly vocal on the subject of instal- 
ment selling, leaving that end of the 
business to finance companies which 
are commonly affiliated. It has been 
the finance company group which 
has built the strongest and most 
comprehensive defense of instalment 
selling. Drawing from experience in 
boom and depression they construct 
a case in which great emphasis is 
placed on their liquidity and flexi- 
bility. 


FINANCE COMPANIES LIQUID 


“Volume of business of the larger 
finance companies declined by more 
than 60% from 1929 to 1932, but in 
the consequent liquidation their losses 
were less than 1%. The finance 
companies responded to consumer 
demands which accompanied the up- 
turn in 1933, and steadily increased 
their volume of business up to the 
last quarter of 1937. 

“At the end of the year the larger 
companies were in position to make 
collections equaling more than 50% 
of their automobile receivables and 


35% of their household appliance 
paper within six months. Total retail 
instalment paper holdings by finance 
companies were probably from 1.5 
to 2 billion dollars. 

“Consumer credit is a powerful 
stimulant and, at whatever point it 
is injected, it affects the entire 
economic system. Obviously, if this 
stimulant is wisely used, it will be 
administered in the interests of the 
whole system, and it must be turned 
on and shut off with the proper tim- 
ing to preserve general stability. 

“Liberal terms and liquidity go 
together when the outlook is bright, 
but the movement towards restricted 
terms in the last half of 1937 was a 
reflection from the developing gen- 
eral uncertainty of business. In other 
words, the consumer could be worked 
to the limit while his income was 
rising, but the prospect of a decline 
calls for restrictions in long-term 
credit. 

“An excessive quantity of instal- 
ment credit, issued when there was 
little danger of impaired liquidity, 
was a primary factor in the recent 
drying up of automobile volume, the 
mainstay of instalment financing. 
Liquidity will take care of the back- 
wash when the volume drops off, but 
it can also work as a powerful suc- 
tion pump on purchasing power. 

“Finance companies are liquid, and 
this is a source of satisfaction to 
themselves and to their banks, but 
it can be little consolation to those 
who are dependent on a whole pyra- 
mid of industries which may fall to 
less than the subsistence level. It 
does not appear that the dominant 
rule of liquidity in the control of 
instalment credit is completely satis- 
factory. Better analysis of future 
markets is required.” 


®@ Working 


Amplifying the publication advertising are attrac- 
tive, hard-hitting sales bulletins, folders, and book- 
lets, extensive listings in outstanding trade direc- 
tories, and other selling material designed to pave 
the way for your first contact and follow through 


for you between calls. 


This intensive advertising support of dealers, plus 
100% factory cooperation in making surveys and 
engineering installations, explains why more and 
more dealers are asking for the BAKER franchise. 
But this is only part of the story. Write for com- 
plete details today. 


ICE MACHINE CO., INC. 
OMAHA, NEBRASKA 


Branch Factories: Fort Worth, Los Angeles, Seattle 
Eastern Sales: New York Central Sales: Chicago 
Sales and Service in All Principal Cities 


AUTHORITY ON MECHANICAL COOLING FOR OVER 30 YEARS 


1506 Evans St. 


{ = Most Complete Range © 


Large Nc 
~ Advertising 


Campaign 


shoulder to 
BAKER representative is BAKER’S comprehensive 
advertising campaign. More than a score of national 
trade magazines in various fields regularly carry 
BAKER sales messages to hundreds of thousands 
of readers. The flexibility (due to wide range of 
sizes), precision manufacture, advanced design and 
experienced engineering characteristic of BAKER’S 
high quality equipment and “Tailor-Made” instal- 
lations are consistently and dramatically presented 
to your prospects through their own professional 
or industrial journals. Prospects are reminded of 
BAKER’S many years’ éxperience in manufacturing 
superior air conditioning and refrigeration equip- 
ment that has won world-wide acceptance. 


¢ Sizes 


National 


shoulder with every 


BAKER dual condensing unit for flexibility. 
Shell and tube condensers standard equip- 
ment. Available 15 to 125 H.P. 


Four cylinder Freon compression unit, de- 

signed especially for quick installation. 

Available 40 to 60 H.P. Automatic tempera- 
ture control. 


Baker ammonia compressor, available 1 to 
100 tons capacity, with synchronous, direct- 
connected, or V-belt drive. 


SAVE THIS MESSAGE FOR FUTURE REFERENCE 
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Pulse Feeling vs. 
Dirt Scratching 


HICKENS can’t read news- 

papers. Nor do they hear 
weather forecasts over the radio. 
Nobody tells them that a general 
drouth is coming, and that there 
is likely to be a shortage of worms. 
They don’t read in the newspapers 
that because of a combination of 
adverse factors—including the fall 
of the franc, Japan’s probable 
intent to cultivate cotton in South 
China, the disappointing wheat 
crop in Albania, and the unem- 
ployment among taxi dancers in 
New York—less corn may be 
thrown out to them. 


So they keep right on scratching 
for food. 


Carloadings And Kilowatts 


Not so, the business man of 
today. He sees in the papers that 
carloadings have fallen off, and 
that electric power production has 
dropped a couple of kilowatts. So 
he cuts down on his next order 
of goods. Someone tells him that 
Ed Watkins, over in the next 
county, is going out of business; 
and that Walgreen drug stores 
have noted a serious lessening in 
the demand for liver pills. So he 
fires a clerk. 


Business is on the bum, he 
figures, so he stops going after it. 
He cuts down on his promotion, 
slows up his efforts, and is 
apologetic (“you don’t want to 
buy a refrigerator today, do you 
lady?”) about asking for the 
order. 


Fear-Induced Recession 


Pretty soon he and thousands 
like him have actually produced 
a depression, or recession, or 
whatever you. want to call it. 
Happenings a _ thousand miles 
away—having little or nothing to 
do with their own affairs—have 
frightened them into cutting down 
expenditures, reducing activities, 
and crawling into a hole. And 
when this is multiplied a thousand- 


fold in a thousand cities and 
towns, you have a swing-down in 
the business cycle. 


Time was when depressions 
didn’t come so fast, and weren’t 
so widespread. That was before 
the days of lightning communica- 
tion. A depression might come 
and go before the folks out in 
Arkansas and Idaho had even 
heard about it. Not knowing that 
anything was wrong, they went 
ahead with business as_ usual. 
But today both big and little 
business is constantly feeling the 
international pulse, and taking the 
temperature of remote patients 
whose maladies these business men 
couldn’t catch if they tried. 


Horses And the Market 


Race tracks all over America 
are booming. Bookmakers and 
pari-mutuels are taking in more 
money right now than they have 
ever seen before. The explanation 
given by insiders is that hamper- 
ing regulations have so hamstrung 
the New York Stock Market that 
the country’s gamblers are now 
turning to the horses to get a run 
for their money. 


Despite what your preacher may 
tell you, this development may be 
not an altogether unmixed evil. 
When United States Steel drops 
five points, hundreds of business 
men all over the land think they 
see the handwriting on the wall, 
and pull in their horns. Whereas, 
if Discovery fails to win by a nose 
at Hialeah, or Dim Nag leaves the 
heavily-played favorite in a cloud 
of dust at Santa Anita, business 
in Des Moines and Fort Wayne 
and Syracuse probably won’t be 
affected. 


Gold Is Where You Find It 


The point to all this discussion 
is that gold is where you find it, 
and that business comes to the 
man who goes after it. Appliance 
dealers in Buffalo shouldn’t worry 
about the price of Saskatchewan 
wheat; nor should a sales manager 
down in New York prune his 
nation-wide field force to the bone 
just because he has lost a wad 
of dough on the stock market. 


True, we live in a world which 
has achieved a delicately balanced 
economic mechanism, and its many 
interrelated factors are to a cer- 
tain extent mutually dependent. 
But if every individual business 
man would follow the policy of 
“don’t holler till you’re hurt—and 
then go out and work harder 
instead of hollering,” the swings 
of the business pendulum probably 
wouldn’t be so frequent nor so 
violent. 


Commercial Refrigeration Booms 


Take commercial refrigeration, 
for example. Quietly and unosten- 
tatiously, commercial refrigeration 
is on an upswing just now. How 
can that be? you ask. Surely 
merchants aren’t spending more 
money now for new equipment, 
are they? The answer is no. 
But commercial refrigeration sales- 
men are discovering new uses for 
refrigeration. Whole new fields 
are being opened up for exploita- 
tion; and as a result, several 
manufacturers are finding it diffi- 
cult to keep up with orders. 


Among the new uses for com- 
mercial refrigeration uncovered in 
the past year or so are the farm 
locker storage systems (which 
give promise of growing to tre- 
mendous proportions) and “barn” 
walk-in storage boxes on individual 
farms; the application of refrig- 
eration to preserve the vitamins 
in foodstuffs not ordinarily kept 


under lowered temperatures; in- 
dustrial processing, such as wool 
degreasing and oil separation; 
low-temperature testing of auto- 
mobile parts, concrete, and other 
materials; an extension of cooling 
uses in bakery operations; movable 
ice rinks for theaters and night 
clubs; pre-cooling of fruits and 
vegetables before transport, and a 
widespread increase in all kinds 
of refrigerated transport. 


The man who follows the car- 
loadings and the stock market 
probably isn’t getting any of this 
business. But he could, if he’d 
spend less time feeling sorry for 
himself and the probable fate of 
the world, and more time out 
looking for new types of customers. 


Observe the Chicken 


When you throw corn out to 
a chicken, it will eat it, and no 
thanks to you. Not finding the 
corn, the chicken will scratch 
around and dig up some worms 
and grubs. If sales don’t walk in 
the front door any more, perhaps 
it might be wise to follow the 
example of the chicken, and go 
out to dig up some. 


QUOTED 


The Master’s Voice 


HE Jackson Day address which 

Mr. Roosevelt broadcast from 
Washington will bring little assurance 
or reassurance to business. 

While it is true that he reduced 
the “enemy” to a handful of corpora- 
tions, what feeling of security can 
business in general have that in aim- 
ing at this minority his bombs will 
not devastate the whole community? 

The NRA and the _ undistributed 
profits tax caused far more casualties 
among the little fellows in business 
than they did among the big fellows, 
at whom Mr. Roosevelt professes to 
be aiming. 

After nearly five years in office, 
with the Sherman and Clayton anti- 
trust acts to work with, we listened 
Saturday night to Mr. Roosevelt 
declare war on monopolies, as if they 
were a new evil, which he is now 
going to fight to the last ditch. 

The clarion call which he issued 
to the Nation to support his holy war 
on monopolistic corporations rang 
hollow and insincere. 

And so did his claim to be defending 
“the integrity of the morals of 
democracy.” 

An administration which tore up 
the gold clause contracts, which 
violated almost every pledge to the 
people in the platform upon which 
it was elected to office, which sneered 
at the Constitution and tried to sub- 
vert it by packing the Supreme Court, 
which is levying and using an income 
tax in the guise of old age insurance, 
which even condones blackmailing 
corporations and individuals into mak- 
ing campaign contributions through 
the purchase of worthless books at 
outrageous prices—an Adminstration 
guilty of these and many other de- 
partures from ethical practice can 
hardly expect to be taken seriously, 
when it talks about upholding the 
integrity of the morals of democracy 
or of anything else.—Detroit Free 
Press. 


Business Must Talk 


“B USINESS has been taking a 
terrible beating at the hands of 
third and fourth-rate performers in 
the economic world without fighting 
back, but it can’t continue to be meek 
and mild in the face of attacks,” 
William A. Thomson, director of the 
Bureau of Advertising of the Ameri- 
can Newspaper Publishers Association, 
told the Chicago Federated Advertis- 
ing club here. 

“Public ignorance provides a back- 
ground for the attacks of demagogs, 
and public ignorance must be over- 
come through institutional advertis- 
ing which will tell a constructive, 
intelligent story for business in terms 
which can be understood by every 
waitress, truck driver, and voter in 
the land, he said. 

“Cooperative campaigns may be of 
some value in the fight,” Mr. Thom- 
son said, “but they cannot tell a 
story for business because business is 
not a single entity, but a multitude 
of separate units, each with its own 
problems and its own stories, and 
individual effort is therefore essential. 


“Ordinary advertising won’t do,” he 
said. “Platitudes are out. Business 
must ‘take its hair down’ and talk 
frankly, clearly, and forcefully, using 
every known advertising medium. It 
can’t use big words or abstract con- 
cepts. It must talk facts—funda- 
mental facts that can be understood 
by everybody, and that no one can 


‘misunderstand.”—Advertising Age. 


LETTERS 


Air Conditioning And 


Refrigeration Museum 


California Refrigerator Co. 
1077 Mission St., San Francisco 
Feb. 12, 1938 
Editor: 


As time goes on and the older 
models of refrigerators are destroyed 
and the present models of air condi- 
tioning will become obsolete, then the 
industry will wish they had saved the 
first kinds and makes, but it will be 
too late. Why not begin at this time 
to gather up these items and prepare 
for a museum? 


Because your very fine publication 
is the world center of refrigeration 
and air conditioning, you should di- 
rect the movement and select a com- 
mittee to start making plans for the 
preserving of these units and parts. 

Even at this time there are many 
old style parts that are obsolete and 
have been superceded by more mod- 
ern equipment, but unless an organ- 
ized effort is made to save some of 
these items they will be lost, and 
future generations will not have the 
opportunity to study the industry 
from its very beginning. 

We have started already to save 
many now obsolete items, and no 
doubt we could fill a large room at 
the present time if everyone in the 
industry would save these items. 


As your business is growing, no 
doubt you will have to enlarge your 
building or secure another, and 
wouldn’t it be an excellent idea for 
the industry and much satisfaction 
to you if the museum could be con- 
nected with or adjacent to your new 
building? Please give this matter 
serious consideration and see just 
what can be done along these lines. 

CLARENCE F. (SANDY) PRATT, 
President 


Harry Williams Is N.C.R. 
Director Of Research 


Western Union 
Dayton, Ohio 
Editor: 

Noticed title given in News as chief 
engineer should have been director 
of research. 

Harry M. WILLIAMS 

Editor’s Note: The above refers to item 
in Feb. 2 issue. Harry M. Williams, for- 
merly Director of Standards of Frigidaire 
Corp. and past president of the American 
Society of Refrigerating Engineers, is now 
Director of Research of National Cash 
Register Co. 


Directory Best Yet, 
Writes J. D. Colyer 


Wolverine Tube Co. 
1411 Central Ave., Detroit 
Publisher: 


Thank you for sending me a copy 
of your 1938 Refrigeration and Air 
Conditioning Directory. 


I have just gone through this very 
carefully, and find it the most com- 
prehensive, completely cross-indexed, 
informative directory on refrigeration 
and air conditioning that I have ever 
seen. J. D. CoLysr, 

Vice President 


English Engineer 
Views With Alarm 


Carrier Weathermakers, Ltd. 
27, Conduit St., London, W.1 
Jan. 27, 1938 
Editor: 

Writing to the editor of Air CoNnpI- 
TIONING & REFRIGERATION NEWS seems 
to be becoming one of my hobbies. 
It just goes to show that your paper 
is read, even in England, and that 
we feel that America may possibly 
find our opinions worthy of their 
attention. 


In your Jan. 12 issue you print a 
series of questions asked of execu- 
tives of air-conditioning manufac- 
turers and replies. There seems to 
be a consensus of opinion that the 
“packaged” or self-contained unit will 
show increased sales in 1938 for 
single rooms in homes and offices and 
for small businesses. Why not in 
“series” for many spaces in buildings 
until the point is reached where a 
central station is more economically 
sound? 


Taking it for granted that when 


you asked these questions about 
conditioning you meant air condition. 
ing and not “comfort cooling” or any 
other of the specific functions of aj, 
conditioning without a combination os 
all of them, I am a little Surprised 
at some of the replies. 


If people are allowed to surye 
spaces and propose and sell and in- 
stall equipment for those spaces 
without a proper knowledge of their 
subject or the ability to make calcul. 
tions to ensure the equipment Provid. 
ing ideal conditions, or if manufag. 
turers produce equipment for sale 
which is not capable of giving reason. 
able satisfaction to the owners- tha 
is to say equipment which has not 
been satisfactorily engineered- then 
what can you expect but “cornfort 
coolers that will blow your ha: of 
as R. G. Hilger says, or “so -nan 
of these ‘packaged’ units have been 
incorrectly applied, and _ too many 
claims made as to their effectiveness 
and many of these units are not yet 
properly designed for the purpose 
intended,” as is stated by F. B 
Freeman. 

The doctor who prescribes the 
wrong medicine or repeatedly riakes 
an incorrect diagnosis soon hs to 
pull down his sign. If too many diq 
so, we should soon give up going to 
doctors at all, until we found a goog 
one. 

Again, if the chemist makes up the 
doctor’s good prescription wrongly, 
first we should—if still alive—change 
our chemist, and eventually if jt 
occurred too often cease having pre- 
scriptions filled and perhaps take to 
drink as a possible cure for our ills, 


“Packaged” true air conditioners 
for year-around use of the self-con- 
tained type, scientifically designed 
and proven satisfactory for efficient 
results within the limits of their 
capacity do exist. If they are incor- 
rectly applied whose fault is it? 


As these units often are a means 
of giving opportunities to “taste” air 
conditioning which may result in big 
central station orders, badly designed 
or badly applied units are a menace 
to the whole industry. 

The “Society of Air Conditioning 
Manufacturers” could perhaps pro- 
vide a means of identifying equipment 
which had complied with their re- 
quirements, and propaganda could 
then be used to inform the public 
that only equipment bearing their 
“mark” is officially recognized as 
properly designed and constructed. 


The correct application of such 
equipment is a more difficult matter. 
Here again propaganda to the public 
could make them ask for guarantees 
of certain reasonable results. 


We are so sure that our equipment 
will do all that is claimed of it that 
we offer bona fide purchasers three 
weeks free trial—and they don’t come 
back. 

But then our units are really com- 
plete air-conditioning units for year- 
around use, scientifically designed 
after years of research and testing 
and our organization is too proud of 
the firm’s reputation to permit of 
incorrect applications. 

We prefer to pass by an order if 
we consider we cannot produce the 
desired results, and we often do s0. 
Our sales staff are capable of doing 
the job required of them. Not one 
man would care to bring in an order, 
his survey for which showed that he 
had erred in his calculations or the 
equipment recommended. 


That does not mean that there is 
not a lot of over cooling, under heat- 
ing, drafty or insufficient air quan- 
tity equipment being installed over 
here. There is; but as the _ public 
comes to realize that, dissatisfied 
with one installation, they may try 
out real air conditioning at our ex 
pense, they do not damn the whole 
idea. 

As you sow—so shall you reap. The 
time is coming when only those who 
are good husbandmen will remain In 
the field. 

A. GoRDON DEFRIES, 
Director 


Complex Fish Story 


O. S. Tyson & Co., Inc. 
Advertising 

230 Park Ave., New York City 
Editor: 

Here is a true story—somewhat off 
the beaten track but we _ thought 
your readers might enjoy it. 

O. S. Tyson & Co., INC. 

Here’s one for the book! 

MR. FISH of the American Steel 
& Wire Co. of Worcester, Mass., '™ 
cently called MR. PIKE of the Hat 
son-VanWinkle-Munning Co., Mat 
wan, N. J., who called MR. HERRING 
of the MHanson-VanWinkle-Munning 
Co. of Pittsburgh, who called MR. 
TROUT of the Bethlehem Stee! ©? 
Johnstown, Pa., in order to make 4? 
appointment between MR. FISH and 
MR. TROUT. 

The appointment was made. but 
who caught what and how big it W®* 
nobody will ever find out! ; 

According to C. W. Yerger. vic 
president of the Hanson-VanWinkle 
Munning Co., our authority for th® 
story, this “affair” did not happen 
April 1. 
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Springfield, Ohio Dealers Have Good Dec. 
Sales, Feel 1938 Will Be Equal To 1937 


By Alfred Jones 


SPRINGFIELD, Ohio—Reporting a 
general sales increase for December 
over November, seven local electrical 
appliance dealers seem to feel that 
the recession is lifting and believe 
that 1938 will be at least as good a 
year as 1937. 

‘hat the retail appliance business 
here felt the effects of the nation- 
wile slump was indicated by Cedric 
E. Adams, manager of Eden Service 
Cc., dealer for Leonard refrigerators, 
Bendix home laundry, Easy and 
Maytag washers, and RCA and 
Phiico radios. 

Mr. Adams said that business was 
going along better than in 1936 until 
Auzust, when it came to a dead stop. 


PLEASED WITH 1937 


On the whole, the dealers were 
pleased with the total volume of 
sales in 1937. Average gain over 
1936 for the four who could make 
comparisons was 35%. 


Eden Service Co.’s 1937 sales were 
slightly ahead of 1936, according to 
Mr. Adams. .S. T. Traber, manager 
of the appliance department of Sears, 
Roebuck & Co.’s local retail store, 
said that sales were 15% ahead of 
1936, adding that 1936 sales were 
about 300% greater than those of 
1935. 

A 20% gain for 1937 was reported 
by J. A. Neumayer, sales manager 
of Rudolph Wurlitzer Co. Largest 
gain of the four dealers was that 
made by Wren’s Appliance Store, 
whose manager, Mr. Hinton, said 
1937 sales were over 100% ahead 
of 1936. 

Trade-ins are quite scarce, accord- 
ing to estimates made by the dealers. 
Sears had no trade-ins, said Mr. 


Traber. Bob’s Norge Store had a 
very small percentage of replace- 
ments, as did the Good Housekeeping 
Shop, Westinghouse dealer. 

Eden Service Co. and Wren’s each 
had trade-ins on 5% of their total 
sales. Wurlitzer’s percentage was 4, 
according to Mr. Neumayer. Less 
than 10% of the total volume of re- 
frigerators sold during the year by 
Steinmetz Appliance Co. were trade- 
ins, according to Sales Manager 
H. E. Payne. Steinmetz handles 
Grunow units. 

Early introduction of 1938 -models 
proved of no help to Christmas busi- 
ness, the dealers reported. Only four 
received models early, and but. one 
of the quartet put in a good word 
for the idea. He was Mr. Hinton, 
who said that had it not been for 
the recession and its accompanying 
lack of public buying spirit, the early 
introduction undoubtedly would have 
meant increased sales. 


DECEMBER BUSINESS GOOD 


Two of the dealers, Wren’s and 
Sears, enjoyed a two-fold increase 
in December over November sales. 
Bob’s Norge sales were far ahead of 
November business, according to the 
manager. 

December sales of Steinmetz were 
better because of a special promotion 
campaign, in which a puzzle contest 
was the central theme. 

Mr. Payne reported that the con- 
test resulted in the sale of $1,500 
worth of electrical appliances in 
three days. 

By a clearance on 1937 models, 
the Good Housekeeping Shop man- 
aged to boost its December sales 
above the mark set in November. 

Only two of the seven dealers 


Composite Score Card For Springfield Dealers 


1. How did the 1937 sales volume compare with that of 1936? 


Three dealers could make no comparison, not having been in business 
Respective gains of the other four reporting dealers were 
Average gain was 35%. 


in 1936. 
100%, 20%, 15%, and 5%. 


2. What percentage of refrigerator sales entailed replacements of 


mechanical refrigerators? 


One dealer reported no trade-ins. 
2, 4, 5 (two), 8, and 10. Average for all seven was 4.85%. 


3. Did the early introduction of new models help Christmas sales? 


Three dealers had no early introductions. 
were not helped by the idea, although one recommended it as a good 


practice in normal years. 


4. How did December sales compare with those of November? 


All seven reporting dealers said that December sales were better than 
Two said December sales were about twice as good. 
One said they were ahead because of a sale on 1937 stock. Another 
said they were ahead because of a special promotion. 


those of November. 


5. What new lines of equipment did refrigerator dealers take on 


during the year, and why? 


One dealer took on the Bendix home laundry. as a novel product, and 
also Westinghouse ranges, washers, and sweepers to have a new line. 
Another dealer took on Zenith radios, stating that it is a good seller. 
6. Do dealers still carry on outside selling? 
One dealer does no outside selling. Of the six who do, all but one 


maintain cold canvassing. 


7. What form of advertising or promotion did dealers find most 


effective during the year? 


The newspaper was popular with three, one relying on advertisements, 
one saying that publicity stories and pictures were most helpful, 
the third voting for advertising and hard plugging. 
said that a special sale, in which broadsides were used, drew 50% of 
his total business in one month. 
while another said display advertising was 
Dealer No. 7 staged a puzzle contest late in the year and found it | 


for one dealer, 


to be his best sales getter. 


8. Do dealers maintain their own service departments? 


products carried? 


One dealer has no service department. 


service their complete stock. 


9. Did dealers sell any all-electric kitchens or make any combination 


Sales during 1937? 


No all-electric kitchens were sold. 


10. Did dealers make many sales in the rural market in 1937? 


Two made none. 


The other six quoted percentages of 


The other four said they 


Cold canvassing? 


and 
Another dealer 


Using the user was most effective 
best. 


For all 


All but one of the other six 


Six dealers made combination sales. 


added new appliances to their stock 
during the year. Mr. Adams took on 
the Bendix home laundry, figuring 
that because it is a novel product it 
should sell. He also added Westing- 
house ranges, washers, and sweepers 
because he wanted a new line of 
appliances to handle. 

Wren’s Appliance Store added 
Zenith radios, Mr. Hinton believing 
it to be a good seller. 

Six dealers maintain outside sell- 
ing, only the Good Housekeeping 
Shop not incorporating house-to- 
house canvassing in the outside 
effort. 


ADVERTISING PLANS VARY 


Opinion on the most effective form 
of advertising or promotion was 
varied. Mr. Neumayer prefers news- 
paper advertising. Using the user is 
favored by Mr. Hinton. Steinmetz’ 
puzzle contest (reported in the Feb. 
9 issue) brought in more sales than 
any other idea used by the store. 
Newspaper advertising and hard 
plugging received the vote of the 
Good Housekeeping Shop. 


Mr. Adams said that by means of 
specials, using handbills, he was able 
to make 50% of his year’s sales in 
one month. Bob’s Norge Store relies 
on newspaper articles, and Sears, 
Roebuck specializes in display ad- 
vertising. 

Only the Wurlitzer store has no 
service department of its own. Of 
the other six, Wren’s Good House- 
keeping Shop, Eden Service, Bob’s 
Norge, and Sears service all appli- 
ances carried. 

About 20% of Wren’s sales were 
combinations, said Mr. Hinton. Com- 
binations represented about 25% of 
Steinmetz’ total sales, according to 
Mr. Payne. Good Housekeeping Shop 


sold a few ironer-washer combina- 
tions. Several combinations also were 
sold by Eden Service Co. Between 
5 and 10% of Bob’s Norge sales were 
combinations, and Sears’ proportion 
of combinations was 20%. 

Apparently the rural market 
around Springfield is pretty well 
taken care of by the Ohio Edison Co. 
and Sears, Roebuck. As one dealer 
said, the Edison company puts up 
the power lines and knows just which 
farms are ready for electrical appli- 
ances. Then, through its own retail 
store here, it goes out and sells a 
large percentage of the rural homes. 

The built-up popularity of Sears 
with the farmers has proven a boon 
to the local retail store, for many 
of them come in of their accord to 
buy washing machines and refrig- 
erators. 


RURAL MARKET LARGE 


However, the rural market is quite 
large, and several of the smaller 
dealers have gone after it and closed 
a good number of sales. 

The general tendency’ toward 
stricter credit terms has not pro- 
duced much of an effect here yet, 
although there is a strong possibility 
that when the 1938 selling season 
gets under way late in the spring, 
the larger down payments and 
shorter credit periods might make 
themselves more noticeable. 

Regarding 1938, the general opinion 
seems to be that on the whole busi- 
ness should be about the same as 
it was in 1937. Mr. Neumayer pre- 
dicts that 1938 sales will be greater, 
and in this prediction he is alone. 

The other six dealers merely 
stated that 1938 should be as good, 
Mr. Payne going so far as to say 
that there might be a lift after 
September. 


Dealer Uses ‘Jumbled 
Words’ Contest To 
Promote Sales 


DAYTON — Dilgarde Distributing 
Co., Fairbanks-Morse dealer here, is 
holding a series of contests featuring 
“Crosticks,” or jumbled-word puz- 
zles, which are inserted every week 
in the Dayton Herald and Dayton 
Journal. In addition to deciphering 
the wording in these puzzles, con- 
testants must write a paragraph or 
so telling why they like Fairbanks- 
Morse refrigeration. 

At present, a Fairbanks-Morse 
radio is being offered as a prize 
each week, but later the company 
plans to offer an F-M refrigerator. 

Originality in the method of sub- 
mitting answers plays a large part 
in the selection of winners. One 
contestant sent in a cardboard-and- 
cellophane replica of the store’s 
front. 

The most attractive replies are 
being placed on display in the store’s 
windows, and hundreds more are 
being shown inside the store. Be- 
tween 500 and 600 entries are being 
received each week. 


Advertising of Finance Charge 
Sought in Proposed Law 


BOSTON ~— Massachusetts shops 
advertising any merchandise, except 
jewelry, for sale on the instalment 
plan would be required to advertise 
the cost, interest, and carrying 
charges of such merchandise, under 
terms of a bill filed in the state legis- 
lature by Senator Walter L. Consi- 
dine of New Bedford. 


One said that the farmers present a good market | 


which is practically monopolized by the local branches of Ohio Edison | 


Co. and Sears, Roebuck & Co. 
on it. 


sales amounted to 25% 


Another dealer said that the rural 

market presented a good volume in comparison with the effort expended | 
One dealer’s rural sales of refrigerators represented ;between | 

10 and 15% of his total for the year. 
of their totals. 


Two dealers said. that rural | 


ll. Have dealers been affected by tightening of finance terms? 


One dealer has his own finance terms. 


affected. 


good as 1937. 


One said he has not been particularly affected yet, but 
might be in the spring. Another dealer said business has been quiet the 
last few months because of tighter finance terms and labor trouble. 


12. What is the dealer’s outlook for 1938? 


All dealers contacted expressed an opinion that 1938 should be as 
One dealer, however, has set his budget for a 20% decrease. 
Only one dealer said that he definitely expects 1938 to be better than 1937. 


Two have definitely not been | 
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ranty’ installations. 
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and Trouble STOPPED!” 


(A typical remark from a Service Engineer) 
“Here’s one reason I prefer A-P Valves on all my ‘Year's War- 
“Superheat Adjustment on other valves is difficult and com- 


plicated. But not on the A-P. 
and your adjusting stem is right out in front of you.” 


Just remove the bottom nut 


The “Switch” to A-P Valves is spreading to all phases of Air 
Conditioning and Refrigeration—Commercial Cabinets, Store Air 
Conditioning installations of every size and type-—Huge Hotel 
and Industrial Refrigeration and Air-Conditioning. 


The Service Engineer working on every job can give you many 
reasons for A-P Preference—in definite terms of Service-Free and 


A-P Refrigeration Valves are far ahead of their time in design 
and construction—in super-sensitivity, accuracy of control that 
invariably mean a Profitable Installation. 
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INSTALLATION 


Elm Grove Store 
Elm Grove, Wis. 
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Purchased through Refrigeration 
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Foreign News 


Denmark Is Refrigeration Minded But 
Import Control Is Discouraging To 
U. S. Manufacturing Firms 


By John Strohm 


COPENHAGEN — Refrigeration in 
Denmark flourishes among a sensible 
people who know, like, and go after 
the better things in life. But about 
all the U. S. contributes towards 
keeping things cool in this country 
are the refrigerator controls—seldom 
do complete American units, com- 
pressors, coils, or condensers come 
to roost in Danish kitchens. 

For Denmark has a left hand 
version of the golden rule: ‘Don’t 
trade with countries which don’t 
trade with you!” And so the U. S. 
has been professionally ostracized by 
one of the tightest import control 
set-ups exercised by any country in 
Europe. 

The Import Control Board which 
regulates the flow of trade, is, from 
necessity, partial to those countries 
with whom Denmark has a favorable 
trade balance. And in 1931 there was 
$26 worth of goods imported from 
the U. S. for every dollar’s worth 
of Danish goods which got by the 
Statue of Liberty. The control board 
was then set up, and importers 
required to secure licenses. All firms 
were to be allowed to import 45% 
of the value of the goods imported 
annually prior to 1931. 


The board was reorganized in 1934 
and the 45% clause was eliminated, 
since in actual practice firms never 
came close to getting this quota. 
The board decided to balance the 
exchange every three months, and 
grant import permits as the situation 
at the time allowed. 

The board uses its own judgment. 
If the articles are actually essential 
and if the firm was in _ business 
before the control board went into 
effect, the firm will probably be 
allowed to import “sufficient quanti- 
ties to just keep going.’ However, 
articles made in Denmark, and non- 
essentials are practically impossible 
to get by the board. 

Importers are asked, ‘Can you get 
the article from any other country 
except the United States?” And “Can 
you get it from a country with 
whom we might get an agreement?” 

The balance of trade has_ been 
reduced from 26 to 1 in favor of 
the U. S. to 2% to 1 since the board 
took over the control. This means 
Danish imports of American goods 
have dropped practically that much, 
since there has been only a slight 
increase in our imports. General 
Motors has even rassled up a buyer 


of canned milk in Siam in return 
for the privilege of importing a 
corresponding amount of goods from 
the U. S. 


This all means tough sledding for 
those wishing to import American 
parts and refrigerators. However, 
several dealers were hopeful of cer- 
tain improvements in this importing 
situation. “Something is bound to 
change in the spring—for the better,” 
declared one. 


Most firms get valves, switches, 
and thermostats from the U. S., and 
want more. Restrictions which were 
protection for Danish industries while 
they got on their feet have proved 
a boomerang, since the country now 
finds it difficult to secure raw mate- 
rials. 


Milk, Beer, And Meat 
Industries Are Markets 


Milk cows with flowing udders 
keep the numerous dairies well sup- 
plied with milk, and provide one 
of the biggest outlets for commercial 
refrigeration in Denmark. Sabroe, the 
largest Danish firm, controls 80% 
of this market. 


The boys who don’t like to milk 
cows run away to sea. They are real 
sailors in these parts. These boats 
are another outlet for refrigeration, 
also. practically monopolized by 
Sabroe. 

Butchers in this’ stock-raising, 
meat-eating country are also good 
customers. And ungrateful and im- 
practical Danes pass up milk for 
beer which makes beer dispensers 
ready sellers. 


Ice cream as yet has not been 
endowed with sufficient social status 
to make it a ready seller among 
all classes. The Premier ice cream 
company now has an educational 
program designed to popularize their 
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Contents of 
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The new 1938 Directory 
(No. D-1) is designed 
especially for the buyer 
of refrigeration and air- 
conditioning products. 
The data is arranged 
in seven sections: 

of air-condi- 


systems and equipment; 


(2) Manufacturers of commercial 


equipment; 


Manufacturers of household 
refrigeration and equipment; (4) 


Manufacturers of parts, materials, 


accessories; (5) 


schools, and _ foreign 


facturers’ names, including street 
addresses; and (7) 


cross index of classified products. 


Alphabetic 


market because it is prosperous, 


markets for refrigeration abroad. 


| Where Better Trade Relations Would Create a Marke; 


Import restrictions are holding back the sale of American 
refrigeration equipment in Denmark, a country that offers a goog 


and its peoples advanced in their 


wants and economic desires, says John Strohm, world-touring journalist 
who has been writing in AIR CONDITIONING & REFRIGERATION NEWS about 


Mr. Strohm describes the nature of the market, and tells about 
the firms that are active in the field in Denmark. 


product and to increase sales. (This 
company handled Kelvinators until 
import restrictions were placed on 
U. S. goods.) However, people are 
slow to take up ice cream as a 
dessert—there is an abundance of 
Danish pastries, and the weather is 
cool. 

And yet Denmark has plenty of 
extra dairy products and nobody to 
sell them to. She can’t sell them 
abroad because, as she has clamped 
down on imports, other countries 
have done likewise. Those countries 
who will buy these dairy products 
want to pay for them in manufac- 


manufacturers howl. And the Danes 
won’t drink their milk—it would 
interfere with their beer. 


Dairies are good buyers of refrig- 
eration. But many of the shops 
which sell milk and dairy products 
use ice, supplied by a huge factory 
in Copenhagen. These stores had 
trouble, according to one dealer, in 
maintaining uniform temperatures 
when electric refrigeration was first 
introduced, since it dried out their 
butter, etc. 


Apartment Buildings 
Install Individual Units 


The household refrigeration mar- 
ket is growing. Most of the new 
buildings and apartments have in- 
stalled cooling units. The American 
consul was of the opinion that it 
was only as a selling point for the 
buildings, and not to fulfill any need. 

However, refrigeration firms, 
whether from business loyalty or not, 
stick up for the natural progressive- 
ness of the business which they say 
is supplying a product which the 
people need and want. 

Some of the apartment buildings 
have a central cooling plant, while 
others have individual compressors. 
The price is practically the same. 

“The people are educated to want 
it, but now they must be educated 
as to price,” declared one. The 4-ft. 
box is the most popular. 

Duty charges on_ refrigeration 
materials are nominal, only 5 to 
74%% ad valorem. 

Competition is keen, with many 
small manufacturers in the field. 
Price cutting was a charge heard 
from many. This price cutting, they 
asserted, meant inferior installations 
which don’t stand up, and which hurt 
the industry as a whole. 

Formerly Danish manufacturers 
had an export market, but foreign 
countries have adopted retaliatory 
measures to Danish control of im- 
ports. This foreign market has been 
squeezed out and has thus made 
for more competition at home. 

Frigidaire and Sabroe both claim 
to head the household refrigeration 
sales parade, with Sabroe the un- 
disputed leader in the commercial 
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aie HOTEL 
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tured goods, which makes the Danish. 


field. There are about six Da) sh 
manufacturers. 

Most firms agreed the U. §g. 
exporters could never compete \ ith 
the Danish commercial jobs: eyory 
job was different, the local firms 
were on the ground, and jobs v 2re 
made in too small numbers to be 
standardized. 

However, they also agreed that 
should restrictions be raised, Amer. 
ican household cabinets and stznd- 
ardized equipment would soon domi- 
nate the market, since wages in 
Denmark are too high, and Danish 
cabinets were made in such small 
series that they could not get the 
perfection of American products 


Dealers were of the opinion that 
restrictions might be raised in the 
spring, perhaps with the negotiation 
of a trade agreement. But, as one 
person said, “It’s impossible to buy 
from the States when we can’t sell 
there.” 

And Danish factories are now 
learning to make _ various items 
which before 1931 were imported 
from the States. As each year goes 
there will be less chance of regain- 
ing this market. 

Formerly 90% of Danish autos 
were American—now only 25% of 
them are—that’s how the U. S. goods 
are losing the Danish market. 

Air conditioning will never have a 
potentially great market due to a 
short summer, and very low hu- 
midity. However, for factories, dai- 
ries which make cheese, textile mills, 
and tobacco shops, it is a necessity 
and is in use now. 


Denmark is a highly prosperous 
cow and factory country where three 
and a half million people know how 
to live. Modern democratic policies, 
compulsory education, social laws, 
and 60 year old cooperative societies 
have raised the country to a high 
level of civilization. 

She is in an excellent financial 
position, has fertile soil, growing 
industries, and a people wise enough 
to stay out of the last war and 
make money from both sides. 

After a year of wandering among 
the yellows, browns, and blacks in 
the Near and Far East, the writer 
reached Copenhagen—a city of 900,- 
000 people, 300,000 bicycles, and 
thousands of female cyclists crowned 
with the silky blonde tresses made 
only by God. It was some time before 
he remembered what he came for. 

There is one car to every 24 
people and many, many more bicy- 
cles. It looks like a seven day bike 
race all hours of the day, and during 
the noon and evening rush, the cycles 
glut the streets. Tandem bikes are 
popular—saw one with a_ hubby 
behind, a wife in front, and the baby 
in a basket on the handle bars. 
(While it scarcely comes under the 
head of refrigeration, a well-informed 
dealer told the writer he could learn 
more about female anatomy in two 
hours in Copenhagen watching the 
gals pedal by, than in two years 
at college.) 

To get some idea of just how long 
the summer was in Denmark, I asked 
the question of a _ not-so-boosting 
Dane. He answered, “I can’t re- 
member but I think summer was 
on a Friday this year.” (The writer 
thanked Allah he got there on 4 
Friday—winter clothing mailed from 
Hongkong, China, never arrived in 
Berlin, so he investigated refrigera- 
tion in Denmark and Norway in 4 
(Concluded on Page 15, Colum» 1) 
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q Local Manufacturers Offer Plenty Of 


Competition For Danish Market 


(Concluded from Page 14, Column 5) 
white suit. The dealers probably 
thought it was a refrigeration pro- 
motion stunt to make the people 
thin it was hot, whether or not, 
and that they needed refrigeration, 
air on ditions, etc.) 

F. being so far north, the King- 
dom of Denmark has a mild climate, 
with a mean temperature of 45 de- 
grees, and annual rainfall of 27 
inch: >. Agriculture, principally dairy- 
ing ond stock-raising, supports 30% 
of ie population; handicraft and 
indus ry, 27%; commerce and fin- 
ance, 8%; and transportation, 7%. 

Le: ding imports are grain and 
grail products, cotton, flax, wool 
and «1k, and manufactures of these; 
fodde stuffs; automobiles; machin- 
ery; instruments; various plant 
stuffs; coal and coke; tallow, oil, 
rubber; iron and iron _ products; 
groceries; chemical-technical articles, 
inclucing fertilizer. 

Leading exports are dairy prod- 
ucts; bacon, beef, and slaughterhouse 
products; ships, automobiles, ma- 
chinery, instruments; live-stock; 
eggs; tallow, oil, skins, hair, feathers, 
bone. 

Chief cities are Copenhagen; Aar- 
hus, 96,000; Odense, 77,000; Aalborg, 
55,000; Randers, 34,000; and Esbjerg, 
32,000. Special licenses are required 
covering shipments of foreign goods 
to be imported into Denmark; 
licenses are issued by the Foreign 
Exchange Control Office. 


Foreign Salesmen 
Must Have License 


Denmark has a king guarded by 
fur-capped dragoons and a Parlia- 
ment elected by the people. Old age 
pensions, unemployment insurance 
and other social legislation have been 
in effect for years. Excellent facili- 
ties of transshipment and storage 
of goods destined for Baltic ports 
are offered by the Copenhagen Free 
Port. 

Representatives of American firms 
desiring to solicit orders or to sell 
goods in Denmark must have a 
foreign salesman’s license. Applica- 
tions for such licenses must be ac- 
companied by a letter of introduction 
from the firm represented, and a 
statement from suitable American 
authorities to the effect that the 
firm is entitled to do business ac- 
cording to American law. These 
licenses are issued by the customs 
authorities and cost Kr. 300 for a 
year. (One dollar—3.73 krone.) 


Frigidaire Division 
General Motors International 
Copenhagen 


“Ten years ago we couldn’t sell 
commercial refrigeration, but we 
finally impressed business men with 
their need. Now they have again 
slipped back. So we are doing pro- 
motional work, and urging the pur- 
chase of refrigeration as a good 
investment during prosperous times,” 
according to A. G. Blom, manager of 
Frigidaire division of General Motors 
International. 

The educational campaign follows 
this line of reasoning. “See what the 
government and other officials are 
doing to protect your food—why 
Should you spoil it by improper at- 
tention ?” 

“Maybe we're idealistic in spread- 
ing the ideas, but we are relying on 
our sales force to get the business.” 

Frigidaire, which is one of the 
biggest if not the biggest seller of 
domestic refrigerators, is undersold 
48 much as 35% 

“We sell quality,” is their answer 
to thi: Seeming paradox. The com- 
pany is the only U. S. importer 
Which: gets considerable goods from 
the “Sates. However, they have ad- 
juste their sales to meet the exist- 


ing conditions. They go to their 
General Motors factories in Germany 
and England, with whom Denmark 
has commercial treaties, for those 
things which they can’t get in the 
States. 

They take their U. S. quota in 
switches, valves, thermostats, and 
bodies, and make their own coils, 
frames, and condensers. Import re- 
strictions hurt because they cannot 
bring in big compressors from the 
States, for they would take up all 
the quota and leave nothing for their 
controls. If restrictions are in force 
for any length of time, Frigidaire 
will probably develop needed items 
in a country which has a trade 
agreement with Denmark. 

Dealers don’t want a five-year 
guarantee here, because the cus- 
tomers haven’t asked for it. The 
present service policies are also very 
liberal. 


Thomas Sabroe & Co. 
Aarhus, Denmark 


The biggest refrigeration firm in 
Denmark is Sabroe, which celebrated 
forty years of progress this year 
and has sold upward of 12,000 
compressors over the entire globe. 


“SABROE SECOND TO NONE,” 


is the slogan followed since 1897 
when a comparative test was made 
between machines of different makes 
and with different cooling mediums 
(COzs—NH3—SOz2). After trials in 
creameries and breweries, the Sabroe 
carbon dioxide method proved su- 
perior, and the slogan came _ into 
being. 

This firm leads in the sale of 
commercial refrigeration to dairies, 
butchers, and ships. Of the more 
than 5,000 compressors which they 
have sold in this country, 1,339 in- 
stallations were made in dairies; 
184 in butcher shops; and the rest 
in margarine factories, hospitals, ice 
and ice cream plants; restaurants 
and breweries. They have equipped 
more than 500 ships with cold rooms, 
and freezing compartments for provi- 
sions and cargoes, including the royal 
Danish yacht, the Japanese navy, 
and the Vanderbilt yacht. 

Sweden, France, Norway, and 
Spain are her best European cus- 
tomers, although 84 compressors 
have been delivered in Iceland. They 
have Sabroe equipment in all coun- 
tries, and have made 108 installa- 
tions in the U. S. 

Sabroe has just brought out a 
new three-temperature direct expan- 
sion ammonia refrigerating plant. 
While designed primarily for ships 
which carry fruit and frozen produce 
and need different temperatures, this 
is also adaptable to land industries. 

For instance: ice cream factories 
where cream is frozen at —10 to 
—30 degrees Centigrade; hardened 
at —20 to —25; and rapid frozen 
at —45 to —850. In fish freezing 
plants the system can also be used 
for making ice at —10 to —12 Centi- 
grade; freezing of fish at -—30 to 
—40; and storage of frozen fish at 
—15 to —-20. 

Sabroe sold their first air-condi- 
tioning equipment in 1913 and are 
now ce dittedll the gremanwers in a 
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talking campaign for the market 
which is to come, according to 
Sabroe officials. They have had a 
man in the States studying problems 
for some time to be ready, and they 
expect to take over the volume of 
the business. 


They have made several installa- 
tions in factories, cheese, tobacco, 
and yeast plants, and expect this 
outlet to grow. 

Since 1897 Sabroe sales have been 
steadily going up. It took 10 years 
to sell the first 500 compressors. But 
they made more than a_ thousand 
installations in 1936, and expect to 
make more in 1937. 


A. Jorgenson & Co. 
Jagtvej 157 
Copenhagen, Denmark 


The manager of A. Jorgenson & 
Co. said, “I can’t understand how 
they make things so cheaply in 
America.” And he asked a question 
which would give Big Business a 
chance to chuckle plenty, if a bit 
bitterly. 

“Do businesses get help from the 
government in the form of subsidies ? 
How then can they put out such 
marvelous products when wages and 
raw materials are as high as they 
are here in Denmark?” 


Mr. Hertz sees a big future mar- 
ket for household units, sales of 
which are now increasing rapidly. 
However, he says, sales of ice refrig- 
erators are also increasing, since 
they sell largely to shops handling 
dairy products. 

“Sales of commercial jobs of 500 
to 5,000 calorie capacities are de- 
creasing because butchers and others 
bought five, 10, or even 15 years ago. 


But the market may come again,” 
he declared. 

Speaking of trade restrictions he 
said, ‘There must be a change; there 
is talk of one coming in the spring, 
and we feel it will lighten restric- 
tions considerably.” 

He believes individual ice cream 
freezing units will soon be frozen 
out, because they can’t compete in 
quality or price with the cream made 
in a central factory. “It’s the poorer 
class who owns them and it’s one 
hell of a job collecting from them. 
They sell ice cream only about six 
months, and their cabinets lie idle 
the rest of the year.” 


The firm also manufactures 
vacuum coffee grinders, the latest 
thing out. They formerly had a big 
export business both in coffee grind- 
ers and refrigeration until Danish 
restrictions on other countries got 
these countries in restricting moods 
also. They particularly like Amer- 
ican electric motors for their grind- 
ers, but can’t get them. The Danish 
motors are of high quality, but they 
believe the American ones are better. 


Helweg Jorgenson 
Vodroffsvej, 56 


Copenhagen, Denmark 


Although business is good, there 
are too many competitors who cut 
prices and put out cheap goods which 
hurt the business, according to Hel- 
weg Jorgenson. And the same holds 
true in technical lines also, he says. 

He finds it nearly impossible to 
get U. S. goods, although he does 
get his controls and a 4-hp. com- 
pressor from the States. He believes 
it would be difficult for Danish man- 
ufacturers to compete with American 


products were there no restrictions. 
While household sales are increas- 


‘ing, the prices are much too high 


in his opinion. One thousand krone 
for a 34-foot box—and he says a 
dollar is worth two krone in actual 
purchasing power. 


Refrigerators Are Best 
Selling Appliances 
In Syria 


BEIRUT, Syria—tElectric refriger- 
ators are the best selling electrical 
appliances in Syria, according to 
U. S. Vice Consul Easton T. Kelsey. 
Radios and .electric fans are prac- 
tically the only other types of 
electrical appliances used in the coun- 
try, Mr. Kelsey says, the latter being 
used in business offices and govern- 
ment offices during the summer 
months. 

Import figures for the past three 
years show that the total number of 
refrigerators entering Syria increased 
from 148 in 1934 to 628 in 1935, but 
dropped off in 1936 to 495. The fol- 
lowing table presents a concise pic- 
ture of the refrigerator imports for 
these years: 


Country of Origin Units Imported 
1934 1935 _ 1086 
United States ....... 68 322 474 
pa ee 39 96 7 
Czechoslovakia ...... 96 1 
DEL, | teekacer cena 1 55 -s 
ti eee 5 39 9 
Other countries ..... 36 20 4 
MD, ha se rsanaccvaes 148 628 495 


These figures include ice cream 
cabinets, cold storage equipment for 
butchers and grocers, and other com- 
mercial refrigerating units as well 
as household boxes. 


ern-type insulating material. 


it is efficient, lasting, and resilient. 


ciency through years of service. 


temperatures in severe service. 


LIGHTWEIGHT, 


ARMSTRONG-CORNING WOOL 
Speeds Assembly, Aids Lificiency 


OW you can increase cabinet efficiency 
and reduce assembly costs with a mod- 
Armstrong- 
Corning Wool Insulation is easily handled 
because of its light weight and the convenient 
units in which it is available. And this new 
insulation helps build better cabinets because 


Armstrong-Corning Wool is composed 
entirely of inorganic, chemically inert fibres. 
The long springy fibres of this insulation have 
a resilience that is permanent. This lasting 
resilience adds long service life to cabinets 
because it helps to keep the insulation in 
place. Instead of settling due to vibration 
this material tends to expand. And Arm- 
strong-Corning Wool has high moisture- 
resistance, which helps it to keep its effi- 


To makers of refrigerator cabinets, Arm- 
strong offers a complete line of efficient 
insulating materials. In addition to Arm- 
strong-Corning Wool, you can choose either 
Armstrong’s Temlok or Armstrong’s LK 
Corkboard. Temlok is a rigid fibreboard, 
economical of space, strong, and efficient. 
LK Corkboard is a lightweight corkboard 
insulation made especially to withstand low 


Armstrong’s Life Test Room 


Let Armstrong help you test the efficiency 
of the cabinets you build. In the Armstrong 
Life Test Room, under accelerated conditions 
of temperature and humidity, cabinets are 
given tests which, in a few weeks, approxi- 
mate years of hard service. There is no obliga- 
tion—Armstrong bears all the expense of 
testing. Write for details to Armstrong Cork 
Products Co., Building Materials Division, 
1002 Concord St., Lancaster, Pennsylvania. 


Armstrong's EQUIPMENT INSULATION 


ARMSTRONG-CORNING WOOL e 


RESILIENT 


ARMSTRONG’S TEMLOK e 


Wool is easily handled 
quickly installed, Workman is holding vencer fold bat, 


RQ AVAILABLE in plain, fold, wrapped, or vencered bats and in sealed 
A ) package cartons—Armstrong-Corning W is sily . 
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Chir | Conditioning 


Installation For Operating Rooms Of 
A Hospital Must Meet Needs 
Of Surgeon & Patient 


By Henry Knowlton, Jr. 


DETROIT—Accurate control of 
temperature and humidity in four 
separate rooms, covering a wide 
range of atmospheric conditions, was 
the problem before Eric F. Hyde, 
registered mechanical engineer, in 
designing an air-conditioning system 
in Women’s Hospital here. 

“The application of air condition- 
ing to hospital operating rooms is 
primarily a problem of obtaining 
comfort for the surgeon and his staff, 
yet it must be flexible enough to fit 
the requirements of the patient,” Mr. 
Hyde pointed out. “In the operating 
room a control system is necessary 
to permit the surgeon to vary 
atmospheric conditions to meet his 
own needs, or those of his patient. 

“Because of the fact that all 
anaesthetics are vasodilators, partic- 
ularly in the case of ether, the 
patient loses ability to regulate his 
own body temperature. Although the 
patient is usually kept at 91° F. by 
means of blankets and applied heat, 
cases occur where this method is 


impracticable, and the surgeon must 
depend on operating room tempera- 
ture.” 

The problem of air conditioning in 
hospital operating rooms, as_ out- 
lined by Mr. Hyde, is that of giving 
the doctors the kind of air they want 
at the time they want it. Careful 
investigation of the problem, how- 
ever, brought forth the following 
basic requirements: 

1. Clouding of glasses during an 
operation hinders the surgeon in his 
work, and as his hands are never 
free to wipe them off, this must be 
done by an assistant. Atmospheric 
conditions in an operating room 
should eliminate the possibility of 
fogging spectacles. 

2. Perspiration must be eliminated 
where possible, because tiny drops 
of perspiration containing bacteria 
may fall into an open wound. 

3. Formation of static electricity 
must be prevented, as a static spark 
may cause an explosion of anaesthetic 
gases. It is essential that a high 
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Installation For Exact Conditions Demanded By a Hospital 
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ICHEMATIC SKETCH SHOWING 


ELE VATION ¥ EQUIPMENT 


This drawing of the air-conditioning system for Women’s Hospital of Detroit shows the elaborate control 
system necessary to maintain desired conditions in four operating rooms. Separate re-heating and humidifying 
units were used, each having individual controls. The layout was prepared by the Eric F. Hyde organization. 


absolute humidity be maintained, ir- 
respective of the relative humidity 
conditions. 

4. Operating rooms must be asep- 
tic, so it is important that a posi- 
tive supply of clean, filtered air, 
free from dust, dirt, and bacteria, be 
introduced into the room. 

5. Drafts must be eliminated. 

6. Because of the fact that anaes- 
thetics form layers of gas close to 
the operating room floor, odor con- 
centration in the room must be dis- 
pelled by air movement. 

7. 100% outside air is necessary 
at all times, as_ re-circulated air 
would be laden with anaesthetic 
gases. 

8. No equipment such as fans, 
motors, wiring, controls, or other 
devices that produce :an_ electric 
spark shall be installed in the room. 

9. Winter conditioning shall have 
positive control of temperature and 
humidity irrespective of outside air 
conditions. 

10. Summer air conditioning shall 
have positive control of tempera- 
ture and humidity, but the design 
dry bulb need not be so low as in 
many types of air-conditioning instal- 
lations. 


CONTROLLED SEPARATELY 


To meet the above requirements 
Mr. Hyde designed an air-condition- 
ing system for the operating rooms 
at Women’s Hospital which permits 
accurate and automatic control of 
each operating room, both as to 
temperature and relative humidity 
conditions. These conditions may be 
varied according to the desires of 
the operating: surgeon by setting the 


thermostat and humidistat in the 
room. 

Any combination of temperature 
and humidity is possible from ap- 
proximately 60° F. and 65% R.H. to 
100° F. and 10% to 100% R.H. Tem- 
peratures can be controlled within 
one degree above or below any setting 
and relative humidities within 3% of 
any setting. 


PNEUMATIC TYPE 


Working to such close limits of 
temperature and humidity is a mat- 
ter of control, Mr. Hyde indicated. 
Controls were installed by the Na- 
tional Regulator Co., and are of 
the pneumatic type, which fulfills 
the requirements of the surgeons 
that no electric sparking device be 
installed in the operating rooms. 

The air-handling system itself con- 
sists of a central air-conditioning 
unit, located in the machine room 
on the sixth floor; four reheating 
and humidifying units, each serv- 
ing its respective operating room, 
are located in the attic space 
above the fifth floor. Supply ducts 
located in the same space connect 
the reheating units with grilles in 
the various rooms. 

A motor-driven exhaust fan and 
system of sheet metal ducts draws 
air from the various rooms, and dis- 
charges it to the outside. 

The central air-conditioning unit 
consists of an American Blower mul- 
tiblade centrifugal fan having a 
capacity of 4,500 c.f.m. driven by a 
1144-hp. motor; two sections of Vento 
steam tempering and heating coils; 
Aerofin cooling coils; Midwest self- 
cleansing oil filters, and humidifying 
sprays. 


A QUALITY SPECIFICATION FOR 8S YEARS 


when you need copper quick, just reach for 
your telephone and call HUSSEY —general headquarters of the refrigeration 
and air conditioning industry for quality copper and brass products. 

Hussey Copper Service is backed by the accumulated experience of 89 
years of progressive specialization in copper manufacture from mining and 
refining to rolling and fabrication—a service that is 100 per cent COMPLETE. 

Write for the Hussey Catalog—you will find it a valuable source of 
information and a real time saver. 


Cc. G. HUSSEY & COMPANY 


A Division of Copper Range Co. 
Rolling Mills and General Offices: PITTSBURGH, PA. 
Warehouses in Principal Cities 


‘ 
’ 


When time must be saved .. . 


——— 


Each of the four separate reheat- 
ing and humidifying units, one for 
each operating room, consists of an 
Aerofin hot water reheating coil; a 
Somers hair glass filter, and a 
humidifying spray. The filter serves 
as an eliminator of _ entrained 
moisture. 


During the winter season the air 
is first tempered to 50° F. by the 
tempering coils; humidified to ap- 
proximately 90% R.H. by the humidi- 
fying sprays; filtered by the oil 
filters; reheated to 70° and 60% 
R.H. by the heating coils; and de- 
livered by the blower through ducts 
to the four reheating and humidifying 
units. 


Air in passing through these units 
is reheated and humidified to the 
temperature and relative humidity 
desired by the operating surgeon. 


COOLING SYSTEM 


In the summer season the air is 
first cooled to approximately 55° F. 
and 100% R.H. by the cooling coils; 
and delivered to the four reheating 
and humidifying units where it is 
raised to the temperature desired. 


Temperature and humidity are 
automatically controlled through each 
step of the air-conditioning process. 
In the winter season the tempera- 
ture of the air leaving the temper- 
ing coils is controlled by a duct-type 
thermostat located in the spray 
chamber. One bank of tempering 
coils is hand controlled. 


THERMOSTATS 


A second duct thermostat and 4 
humidistat located in the blower dis- 
charge control the heating coils. A 
room thermostat operated its respec- 
tive bypass valve to control the tem- 
perature of air from the _ reheat 
units. Each humidistat operates its 
respective water valve to control the 
humidifying spray in the reheat 
units. 

Steam for the tempering and heat- 
ing coils of the central conditioner 
units is supplied from the low pres- 
sure mains in the building. This is 
available only during the winter 
season. 

Hot water for the hot water heat- 
ing coils of the reheat units 38 
pumped by a motor-driven cel- 
trifugal pump through a_ steam 
water heater and through supply 
and recirculating mains in a closed 
circuit. 

The temperature of the water a 
the discharge of the heater is auto 


(Concluded on Page 17, Column 1) 
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Air Conditioning Aid 
To Patient’s Chances, 
Declare Surgeons 


(Concluded from Page 16, Column 5) 
matically controlled by an immersion 
type thermostat. ; ; 

Cold water for the cooling coils of 
the central air-conditioning unit is 
provided by @ Carrier shell and tube 
cooler, and a Carrier condensing unit, 
which were installed by Atmospheric 
Control Corp., Carrier distributor. 

The cooler is a Carrier type 10-K 
havin: 88 sections of %-inch O. D. 
Aeroin tubing, with eight fins to 
the inch. The cooler has a storage 
capacity of 300 lbs. of Freon, and a 
water capacity of 53 g.p.m. cooled 
from 50° to 40° F. The cooler is 9 
feet long by 12 inches in diameter 
and contains 486 sq. ft. of cooling 
surface, including the fins. It has a 
maximum capacity of 30 tons. 

The condensing unit is a Carrier 
Corp. Model 7-F-66 consisting of two 
interconnected four-cylinder Freon 
compressors, each driven by a 15-hp. 
motor. 

As cither compressor will shut off 
on a reduction of suction pressure, 
independent of the chilled water tem- 
perature, the unit is extremely sen- 
sitive to load conditions encountered 
py the system. The compressor oper- 
ates at a suction temperature of 
33° F. 

Another modernization of an ex- 
isting heating and ventilating sys- 
tem was made in Harper hospital, 
Detroit, by Frigidaire Corp., which 
has installed 20 tons of air-cooling 
capacity to serve a series of six 
operating rooms. 

According to Dr. Stewart Hamil- 
ton, director of Harper hospital, the 
summer air-conditioning system “re- 
duces the mortality and morbidity of 
a patient during long operations in 
hot weather, and assists in the pre- 
vention of dehydration of the patient 
following an operation. 

“We have also found that the way 
a patient takes anaesthetics varies 
with changes in temperature, humid- 
ity, and barometric pressure. The use 
of an air-conditioning system tends 
to relax the patient, causing him to 
take an anaesthetic better.” 

Fresh air is heated and filtered in 
a central conditioning unit powered 
by a 6,000 c.f.m. American Blower 
fan. The tempered air is introduced 
to the branch ducts feeding each 
operating room through a central 
supply duct. 

Each individual branch duct has 
been widened out to accommodate 
direct expansion cooling coils in- 
stalled near the cold air outlet; each 
coil controlled by its own thermo- 
stat and solenoid valve. This control 
system serves to meet individual 
conditions encountered in the various 
operating rooms. 

Air from the branch ducts is in- 
troduced to the operating rooms be- 
tween the panes of large double 
windows on the outside of the build- 
ing. Cold air is diffused by the 
natural curving contour of the ceil- 
ing at the top of these windows. 

Humidity control is provided by a 
Spray system in the central condi- 
tioner actuated by a humidistat. 

Two 10-hp. Frigidaire Freon com- 
Pressors are located on the floor 


above the operating rooms served. 
The units are controlled by reduction 
m suction pressure on the direct 
expansion lines. 
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Wilmington, Del. 


N.Y. & Pennsylvania 
Lead States In 
1937 Sales 


*Note: This summary includes adjust- 
ment figures reported by several compa- 
nies which do not represent their actual 
December sales but are corrections to be 
applied to their first 11 months’ totals to 


give their correct total apportionment 
among the various states for 12 months. 
Quantity 
States and Household 
Territories Low Sides 
PII | 9.5.5 bs550 5550040 555800085" 24,047 
ME 2 Bhi ee dita 35% de be bok kOe Boe 7,628 
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Other Foreign (Including 
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New York, California, 
Illinois, New Jersey 
Lead December Sales 


Quantity 
States and Household 
Territories Low Sides 
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Westinghouse Plans 
Field Schools On 
Commercial 


(Concluded from Page 1, Column 5) 

charge. It is expected that 1,000 
service engineers, application, instal- 
lation, and sales representatives will 
be represented at the various terri- 
torial meetings. 

“Past experience has taught us 
that most of the ‘grief’ we have with 
our equipment in the field is due, not 
to the principle or theory of design 
of the equipment, but rather to a 
lack of understanding as to proper 
methods of procedure in estimating 
the application or the direct installa- 
tion of the equipment,” explains T. 
J. Newcomb, Westinghouse commer- 
cial refrigeration sales manager. 

“We feel that members of the 
headquarters staff, coordinating both 
the principles of theory and practice 
with the various agencies in the field 
responsible for the sale, installation, 
and service of our equipment, can 
be of immeasureable assistance.” 

Subjects to be covered in the 
schools include such topics as ‘‘Prep- 
arations for Making Installations,” 
“Examination of Fixtures and Coils,” 
“Installation of Oil Separators,” 
“Dehydration of New Coils and Tub- 
ing,” “High Pressure Air Tests,” 
“Testing for Failure of Unit Mechan- 
ism,” and kindred problems. 

B. C. Davison and G. C. License 
will be headquarters representatives 
for the western schools, while Wil- 
liam Robertson and Stephen Volcker 
will have charge of eastern meetings. 


Operating Cost Data 
Shown By Frigidaire 


DETROIT — Daily current’ con- 
sumption averages ranging from .55 
kwh., for the 4-cu. ft. model, to 
1.05 kwh., for the 8-cu. ft. model 
have been established for Frigidaire 
refrigerators as a result of tests 
supervised by factory’ engineers, 
more than 1,000 dealers and salesmen 
from the Michigan territory were 
told at Frigidaire’s sales convention 
in the Masonic Temple here Monday. 

The tests were conducted on stock 
models in regular use in the homes 
of Frigidaire owners in Boston, 
Dayton, and Fort Worth, _ since 
these three cities are typical of the 


climatic belts into which the United 


States is divided, dealers and sales- 
men were informed. 

Daily current consumption ave- 
rages for other size models were 
determined as_ follows: 5-cu. ft. 
model, .58 kwh.; 6-cu. ft. model, .65 
kwh.; 7-cu. ft. model, .8 kwh. 

In addition to refrigerators, sev- 
eral models from Frigidaire’s 1938 
lines of electric ranges, water heat- 
ers, water coolers, and beverage 
coolers also were shown. Consider- 
able emphasis was placed on the new 
electric range line, and the results 
of Frigidaire’s survey of 7,550 women 
to determine their style and conveni- 
ence preferences were reviewed. 

Sales of electric ranges in 1937 
totaled 420,000 units, it was said, 
and the sales volume predicted for 
1938 is 500,000 units. Also, of 


22,000,000 wired homes in the United 
States, only 2,000,000 are equipped 
with electric ranges; of those not 


equipped, 15,000,000 are in regions 
where electric current rates are low 
enough to invite installation. 

One electric range will be sold for 
every four electric refrigerators in 
1938, it was predicted. 

An addition to the line of electric 
ranges, a special low-priced model 
L-10 listing at $109.50 f.o.b. Dayton, 
was introduced at the convention. 

Also introduced were three new 
water coolers: models BF-3, priced 
at $147; PF-35, priced at $164; and 
PB-510, priced at $193. 

Model PB-510 is equipped with an 
air-cooled compressor, and may be 
obtained with a water-cooled com- 
pressor at slightly higher cost. 
Capacity of this model is 5 gallons 
per hour. Capacity of model PB-35 
is from 3 to 5 gallons per hour. 

New beverage coolers shown at 
the convention were models BB-158, 
listed at $138; GB-158, listed at 
$160; WB-158, listed at $160; and 
BB-258, listed at $257. All models 
have a capacity of 150 six-ounce 
bottles, except BB-258 which holds 
300 six-ounce or 250 12-ounce bottles. 

The new commercial sales album 
published by the company also was 
introduced. It is a nine-section book 
entitled ‘Frigidaire for Every Re- 
frigeration Need,” and is available to 
dealers through district offices. 

GMAC’s policies for 1938 were 
outlined, outstanding innovation be- 
ing that customers may pay instal- 
ments at any of the 4,000 Western 
Union telegraph offices in the coun- 
try (see AIR CONDITIONING & REFRIG- 
ERATION NEWS, Jan. 26). More than 
half of the time-payment buyers do 
not have checking accounts, it was 
said, making this service even more 
convenient and economical for them. 


KEROTEST @ 


K THE NEW KEROTES 
‘SSOR VALVES- 


A vital responsibility rests with the kind of valves 


and fittings that go into the modern refrigeration 


or air-conditioning unit. 


That is why Kerotest 


builds in terms of ultimate service—why Kerotest 


has steadfastly maintained the highest standard 


of quality in the face of cut price competition. 


This policy continued over the years has 


established Kerotest leadership throughout the 


industry. Today Kerotest Valves, Fittings and 


Accessories are acceptable as standard by the 


largest manufacturers of refrigerating equipment 


in the world. 


Kerotest Jobbers, carrying warehouse stocks 


are located in every important industrial center. 


KEROTEST MANUFACTURING CO. 
PITTSBURGH, PA. : 
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Sewice ‘Methods 


How To Correct Conditions That Cause 
Draught Beer To Be Foamy, Flat, Cloudy 
And Bad Tasting, Outlined By Goodwin 


BY K. M. NEWCUM 


HY draught beer is foamy, 

flat, cloudy, bad tasting or has 
a coarse head was explained to a 
group of refrigeration and brewery 
men by James Goodwin, sales engi- 
neer, Temprite Products Corp., who 
conducted the service sessions of a 
series of dealers’ and distributors’ 
educational meetings held recently at 
the Temprite offices in Detroit. 

The three principal requisites of 
good beer, according to Mr. Goodwin, 
are: the manner in which it draws; 
its appearance after being drawn; 
taste of the beer to the customer. 

The taste of the beer to the cus- 
tomer is the point upon which the 
percentage of draught vs. bottled 
beer, sold by the particular tavern, 
hinges. 

Mr. Goodwin pointed out that al- 
most anyone would drink draught 
beer in preference to bottled—if they 
were sure of getting good tasting 
draught beer. Many customers have 
had a glass or two of bad tasting 
draught beer, pointed out Mr. Good- 
win, and are therefore confirmed 
bottled beer drinkers. 

He also declared that there was a 
slight increase in the sale of bottled 
beer and a corresponding decrease in 
draught—simply because too many 
people have been served bad draught 
beer. 

Pointing out that if a few funda- 
mental rules are followed draught 
beer can be dispensed with a condi- 
tion and taste that will completely 
satisfy even the most confirmed, 
non-draught beer drinkers, Mr. Good- 
win proceeded to outline the reason, 
cause, and cure for the five principal 
causes of bad draught beer. 


Foamy Beer 


The reasons for foamy beer may 
be divided into six major classifica- 
tions as follows: high exit tempera- 
ture; low keg pressure; bad faucets; 
warm beer lines; over carbonation; 
and restriction. 


NO. 1. HIGH EXIT TEMPERATURE 


High exit temperatures are usually 
due to a failure or partial failure 
of the refrigeration system. Shortage 
of refrigerant, improper switch 
setting, oil logged evaporator, valves 
not opened properly, and other gen- 
eral refrigeration service difficulties 
should be checked. 

In case of oil logging an oil 


separator should be installed. Oil 
separators are required on all Temp- 
rite installations where methyl chlor- 
ide or Freon-12 is employed. 


NO. 2. LOW KEG PRESSURE 


Causes of low keg pressure are: 
insufficient keg pressure at start; or 
pressure was right at start, then the 
temperature increased when the heat- 
ing plant was put into operation, 
inefficient beer pump, or gauge valve 
plugged or gauge out of calibration. 
Correct the cause of the condition 
and raise the pressure on the keg. 


NO. 3. BAD FAUCETS 


Bad faucets may cause the beer 
to have a swirling action when leav- 
ing the faucet, or allow the beer to 
spit when leaving the faucet. Where 
the trouble is traceable to the faucet, 
it should be replaced. 


NO. 4. WARM BEER LINES 


Warm beer lines should be as far 
removed from all sources of heat as 
possible. Beer lines should not be 
in close proximity with steam, hot 
water, or other high-temperature 
pipes or ducts. Where the tempera- 
ture of the space through which beer 
lines are run is above the tempera- 
ture of the keg, the lines should be 
heavily insulated. 


NO. 5. OVER CARBONATION 


Over carbonation of beer is unde- 
sirable. It is possible that the beer 
is over carbonated at the brewery, 
or some breweries carbonate heavier 
than others. For a beer with a 
higher COs content the keg pressure 
should be increased and the rate of 
drawing should be reduced. 


It is also possible for the beer to 
become over carbonated when COs is 
used to maintain pressure on the 
beer. If the CO» pressure upon the 
beer is too great at certain beer 
temperatures, COs from the tank will 
go into solution with the beer and 
over carbonate it. When this condi- 
tion exists, an air pump should be 
used in place of the CO» tank gas 
pressure. 


NO. 6. RESTRICTION 


Restriction of the beer flow through 
beer-dispensing equipment is often 
required. The restriction must be in 
the proper place to effect the desired 
results. 


ee 


type fitting on the market in which POSI- 
TIVE PROOF of. a leak-proof joint can actually 
be seen without resorting to a pressure test. 


There is no guess work about STREAMLINE. The solder 
inserted through the feed hole (an exclusive feature) com- 
pletely seals the bonding surfaces, and its appearance at the 
end of the fitting assures you, beyond all doubt, that the joint is 
refrigerant proof, that vibration cannot work it loose, and that it is 
permanent and actually stronger than the tube itself. 

STREAMLINE Forged Brass Fittings are furnished in complete range 
in couplings, tees, elbows, etc., with male and female ends and in re- 
ducing sizes. Send for Catalog and Price List 2003 illustrating our com- 
plete line of Valves, Fittings (solder type and flare), Dehydrators, Strainers, 
etc., for Mechanical Refrigeration. 


MUELLER BRASS CO. 


PORT HURON, MICHIGAN 


Kinked beer lines offer a restric- 
tion to the natural flow of beer from 
the keg to cooler. This results in 
pressure differences at various points 
in the system. Kinks should be 
removed. Bends should be reduced 
to a minimum. 


If restriction is needed on a sys- 
tem it should be between the cooler 
and the faucet. If, however, this 
location is not desirable due to the 
warming up action of the beer, the 
restriction should be located between 
the cooler and the keg. This restric- 
tion should start at the cooler and 
extend toward the keg. The restric- 
tion should never be located at the 
keg end of the beer line. 

Faucets may partially clog up and 
cause an _ unnecessary restriction. 
Obviously the faucet should be 
thoroughly cleaned. 


Flat Beer 


The principal reasons why beer is 
drawn flat may be attributed to the 
coils, the glasses, electric fans, loss 
of COs (or lack of carbonation in 
cheap beers), or too low a tempera- 
ture of the beer. 


NO. 1. COILS 


Dirty coils, or improperly cleaned 
coils are one of the principal causes 
of flat beer. The condition of the 
coils should be checked and if they 
are not properly cleaned, should be 
cleaned by an approved method. 


NO. 2. GLASSES 


Body grease on glasses will cause 
the beer to go flat when it contacts 
the greasy surface of the glass. 
Clean hands and clean washing solu- 
tion will overcome this condition. 

Improper cleaning chemicals or 
soap will leave a greasy film on the 
surface of the glass and otherwise 
good beer contacting these surfaces 
will go flat. 

Glasses should be cleaned with a 
solution using a good alkaline 
cleaner. 


NO. 3. ELECTRIC FANS 


Electric fans located over the bar, 
tables or serving station, and blow- 
ing into or through the beer stream 
are a cause of flat beer. 


The location of the fan or direc- 
tion of the airflow should be changed 
so air currents do not affect the beer. 


NO. 4. LOSS OF CO» 


Properly carbonated beer will lose 
a part or all of its COs content if 
the keg pressure is not high enough 
to hold the COs in solution with the 
beer. To prevent loss of CO» the 
pressure should be increased to cor- 
respond with the keg temperature 
as shown in Table 1 (to be published 
in the next issue of the NEWS). 


Lack of carbonation may be due 
to under carbonation at the brewery. 
This condition is usually prevalent 
with cheap beer, and is very seldom 
encountered. However, it should be 
checked as a possibility, especially 
where low-priced beer is_ being 
served. 


STREAMLINE 8 SAFETY4¥ACCURACY 


TRADE MARK REG. U. S. PAT. OFFICE 


IN PIPE FITTINGS 
QNOITIONING 


@ The STREAMLINE 
Solder Fitting is the only solder 


NO. 5. TOO COLD 


Beer that is too cold in the keg 
or pre-cooler or both will be drawn 
flat. Reason for this is that when 
the beer is too cold (below 40° at 
the cooler or 45 to 50° F. at the pre- 
cooler) it will not liberate a suffi- 
cient amount of COs, hence it 
appears fiat. 

If the beer is too cold the tempera- 
ture at the cooler should be raised 
to 40° and at the keg to 45 or 50° F. 


Cloudy Beer 


Cloudy beer may be bad only in 
appearance, but it may also be bad 
tasting. Principal reasons why beer 
is cloudy are: beer contacting bare 
metal; too cold; dirty coils and lines. 


BEER CONTACTING 
BARE METAL 


Block tin tubing is recommended 
and generally used for beer lines. 
In addition, however, much of the 
lines and fittings through which the 
beer is circulated is plated copper or 
brass. 

The use of a strong cleaning solu- 
tion may have removed the plating, 
allowing the beer to contact the bare 
copper or brass. 

When such a condition exists all 
of the lines, fittings, etc., in the 
entire beer circuit should be carefully 
examined. Any part of the system 
which is devoid of plating should be 
replaced, and the user instructed as 
to the proper cleaning solution to 
use to prevent a recurrence. 

The beer drawn from a new in- 
stallation may be cloudy for the first 
two or three days. This condition 
will correct itself. 


NO. 1. 


NO. 2. BEER TOO COLD 


Beer that is below 45° in the pre- 
cooler and/or below 40° (plus or 
minus 1°) in the Temprite cooler 
may be drawn in a cloudy condition. 

Correction for this condition is to 
adjust the temperature to within the 
recommended range. 


NO. 3. DIRTY COILS AND LINES 


Dirty beer coils and lines are the 
cause of many draught beer failures, 
among which is cloudy beer. 

Beer coils and lines must be 
properly cleaned at regular intervals. 

(Editor’s Note: Remainder of this 


article on getting good beer will be 
published next week.) 


Rutledge Heads District Fo, 
Utilities Engineering 


CHICAGO—Paul Rutledge, former 
Missouri-Kansas ___ district manager 
for Utilities Engineering Institute 
has been promoted to the district 
manager’s post in western Pennsyj. 
vania. 


CLASSIFIED 
ADVERTISING 


RATES: Fifty words or less in 6-point 


light-face type only, one insertion, $2.00, 
additional words four cents each. ‘Three 
insertions $5.00, additional words tey 
cents each. 


PAYMENT in advance is require! for 


’ advertising in this column. 


REPLIES to advertisements with Box 
No. should be addressed to Air Conc tion- 
ing & Refrigeration News, 5229 Cass 
Ave., Detroit, Mich. 


FRANCHISES AVAILABLE 


COMPLETE LINE of refrigerator d‘splay 
cases, walk-in coolers, and refrigerators 
for meat markets, grocers, restau ants, 
etc. Sell with Ehrlich line of compres. 
sors, or with any other line of mac)iines, 
Attractive discounts, also liberal financj 
arrangements to help sell. 69 years jn 
business. Write for full information anq 
catalog. H. EHRLICH & SONS MFG. co, 
Refrigerator Builders, St. Joseph, Mo. 


EQUIPMENT FOR SALE 


CLOSE-OUT BARGAINS on replacement 


parts for Mayflower commercial and 
domestic units as manufactured by 
Trupar. Subject to prior sale. Large 


stock of repairs for Brunner and “M. & §," 
commercial units for prompt deliveries, 
Phone or write to SAM S. GLAUBER, 
INC., 515-529 E. 79th Street, New York 
City. 


REPAIR SERVICE 


DOMESTIC CONTROLS repaired. Ranco 
pencil types $1.75. General Electric, Cutler- 
Hammer, Tag, Penn, Ranco box types 
$2.00. Bishop Babcock, Majestic, Penn 
magnetic types $2.50. Mayson and Detroit 
valves $1.15. Thermostatic expansion 
valves $3.50. All calibrated to factory 
specifications. UNITED SPEEDOMETER 
REPAIR COMPANY, 436 West 57th Street, 
New York City. 


PATENTS 


HAVE YOUR patent work done by a 
specialist. I have had more than 25 years’ 
experience in refrigeration engineering. 
Prompt searches and reports. Reasonable 
fees. H. R. VAN DEVENTER (ASRE), 


Patent Attorney, 342 Madison Avenue, 


New York City. 
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Servel, inc., Electric 


Refrigeration And Air Conditioning Division, Evansville, Ind. 
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Where Air-Conditioning Systems Were 


Installed In Chicago In 1937 


(Compiled by Commonwealth Edison Co. Air-Conditioning Division) 


Name and Address Installation Hp. Tonnage 
Amusements 
Schvik’s Recreation Parlor, 

c ¢ SB. AsBHIANd Ave......sccccssccsissccns Wittenmeier 33 30 
= 

Fed val Savings & Loan, 3517 S. Archer Ave. West.-Kroeschell 5.75 5 
Barber Shops 
Benre nz, A., 32 W. Washington St......... Ilg-Ill. Htg. 0.5 0.5 
Becuty Shops 

Bea’s Beauty Shop, 849 E. 55th St.......... Airtemp-Gen. Appl. 3.25 3 
Irenes Beauty Shop, 1507 E. 58rd St....... Airtemp-Gen. Appl. 3.5 3 
Marvel Beauty Parlor, 5118 Fullerton Ave. Carrier-West. Hair. 5 5 
Superior Beauty Shop, 1743 W. 63rd St.... Carrier-West. Hair. 5 5 
Wins»erg Beauty Shop, 6201 N. Clark St.... Airtemp-Gen. Appl. 3.25 3 
Brokers & Exchanges 

Cari y & Co., 184 S. LaSalle St............ York-CE 1 1 
Clubs 

Chicago Athletic Club, 12 S. Michigan Ave. Carrier 24 75 
Chicago Athletic Club, 12 S. Michigan Ave. Norge-Sampson 2 2 
Covenant Club, 10 N. Dearborn St......... Norge-Sampson 3 3 
Racquet Club, 1361 N. Dearborn St......... Kelv.-Wittenmeier 8.5 7.6 
Doctors & Dentists 

Breck, M. A., 6701 Northwest Hwy......... Norge-Sampson 0.5 0.5 
Cavanaugh, T., 768 B. 70th Btov.i.cccccceee Carrier-C.E. 0.75 0.75 
Doyle, F. L., 300 S. Cicero Ave...... cKeesP Frigidaire 0.75 0.75 
Dunn, E. S., 25 E. Washington St......... Norge-Sampson 1 1 
Bizin, (Gig DES. Ws. GCN Beek asics ccsvicicses Frigidaire-C.E. 0.75 0.75 
Prey, In U., 23-W. DIVIMOR Blinks ccicsccs Frigidaire-C.E. 0.75 0.75 
Gilbert, M. C., 104 S. Michigan Ave........ York-Harry Alter 0.75 0.75 
Hamilton, 52 E. Washington St............. Carrier-C.E, 0.75 0.75 
Hanisch, E. J., 3228 N. Ashland Ave....... Frigidaire-C.E. 0.75 0.75 
Hedges, L. E., 6699 Northwest............. Frigidaire-C.E. 0.5 0.5 
Libberton, R. E., 7359 Cottage Grove Ave... Norge 0.75 0.75 
Libberton, R. E., 7359 Cottage Grove Ave... Norge-Sampson : | 
Lundy,’ 122 S. Michigan Ave................ General Electric 2 2 
Lutton, E. A., 7839 Eggleston Ave.......... Carrier-C.E. 0.75 0.75 
Phillips, H., 5457 S. Ashland Ave........... Air-Devices 0.5 0.5 
Roling, E. A., 2753 W. North Ave........... Frigidaire-C.E. 0.5 0.5 
Rubel, Maurice, 1209 Astor Ave............. Norge-Sampson 1 1 
Schwartz, Fred, 109 N. Wabash Ave........ Norge-Sampson 1 1 
emeliy, Ki, 200m B. TTC ABs ovis csiccccces Kelvinator 0.5 0.5 
Siedlinski, V. E., 4148 Archer Ave.......... York-Frigidaire-C.E. 1.25 1.25 
Sullivan, Harold, 4757 W. Madison St...... Norge-Sampson 1 1 
Thasher, D. R., 1150 N. State St.......... Pleasant Air-H.A. 0.25 0.25 
Winters, 1022 N. Kedzie Ave............... Carrier-C.E. 0.75 0.75 
Wojmiak, F., 4649 S. Ashland Ave.......... Frigidaire-C.E. 0.75 0.75 
Zurndorfer, W., 111 W. North Ave.......... Kelvinator-C.E. 0.75 0.75 
Funeral Parlors 
Anderson, Chas. W., 4325 Armitage Ave.... Airtemp-Gen. Appl. 6.5 
pentiey, A. is, S701 N. Clark Sti... .caccases Curtis-Nat. Korect 18 15 
Boland & Son, 4138 W. Madison St......... Airtemp-Gen. Appl. 3.5 3 
Boydston Bros., 4227 Cottage Grove Ave.... Carrier-Air Comfort 17 15 
Griessel, Adam & Son, 8944 S. Commercial.. Climax 7.5 5 
Kelly, Peter M., 238 S. Cicero Ave......... Airtemp-Gen. Appl. 3.5 3 
Kenny Bros., 5442 S. Halsted St............ Excel-Hilger 24 20 
Lain & Son, 5500 N. Clark St................ Frick-Midwest 55.5 35 
Lanyon, L. H., 415 W. 68rd St.............. Frigidaire-C.E. 3.25 3 
May, John V., 4559 Milwaukee Ave......... Frick-Midwest 30 30 
Mueller, Henry W. & Son, 5308 W. Belmont Airtemp-Gen. Appl. 3.25 3 
O'Hanley & Son, 7705 S. Cottage Grove Ave. Airtemp-Gen, Appl. 3.25 3 
Palmer & Lauer, 4223-25 W. Roosevelt Rd. ............ 24 20 
Sheldon, H. D., Inc., 5708 W. Madison St... York-West. & Camp. 23 20 
Wold & Wold, 3337 W. North Ave.......... Howe-City Refrig. 10 10 
Zimmerman Undertaker, 1648 W. 63rd St... Fairbanks-Scheur 16 15 
Hospitals 
Billings (one room) Midway............... Carrier-Air. Comf. 0.75 0.75 
Michael Reese, 29th & Lake Ave........... Ilg (addition) 1.5 1.5 
Municipal “TB” San., 5601 N. Pulaski Rd. General Electric 1 1 
St. Anthony Hospital, 19th & Marshall Blvd. Kelvinator 1.5 1.5 
St. Luke’s Hospital, 1439 S. Michigan Ave. York 0.75 0.75 
Hotels 
Chicagoan, 65 W. Madison St............... Vilter 50 50 
Crillon, 1256 S. Michigan Ave.............. Lipman 10.5 10 
Eastvate Hotel Co., 162 E. Ontario......... G-E-Adv. Heat-Kaiser 22 20 
Palnier House, 19 E. Monroe St............ Carrier 1,005 1,000 
Stevens, 10th & Michigan Ave.............. Stand Air-Condi. 30 30 
Bakery ‘ 
Schlosser Bakery, 4822 Lincoln Ave........ Carrier 4.5 3 
Con dy 
Helen Harrison Candies, 325 N. Wells St... York-West. & Camp. 16.5 15 
Johnson, Walter H., 341 W. Superior St.... Vilter (addition) 18 0 
Nutr ine Candy Co., 419 W. Erie St......... Carrier 47.5 40 
Nut: ine Candy Co., 445 W. Erie St......... Carrier-Air Com. 10.5 7.5 
Wil. amson Candy Co., 4701 Armitage Ave. Vilter (addition) 85 0 


(Continued on Page 20, Column 4) 
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Cornell Now Offers 
Advanced Courses 
In Air Conditioning 


ITHACA, N. Y.—Growing interest 
among undergraduates in advanced 
air-conditioning courses is indicated 
in the announcements by Cornell 
university authorities of a new heat- 
transfer laboratory in the Sibley 
School of Mechanical Engineering. 

Seniors in mechanical engineering 
at Cornell are required to take a 
heating and ventilating course given 
by Prof. William M. Sawdon, and 
this. year 15 students have elected a 
new optional air-conditioning course 
directed by Prof. Charles O. Mackey. 


University authorities announced 
that facilities in the air-conditioning 
research field have been expanded 
through recent acquisition of modern 
apparatus developed by Willis H. 
Carrier, ’01, chairman of the board 
of Carrier Corp., Syracuse, N. Y. 
Mr. Carrier took his engineering 
degree from Cornell and _ shortly 
after he was graduated he made 
pioneer air-conditioning studies in a 
Brooklyn lithography plant. 

In recognition of his contributions 
to air-conditioning development, the 
Cornell chapter of Phi Kappa Phi 
on Jan. 13 elected Mr. Carrier an 
honorary member of that scientific 
fraternity. Mr. Carrier gave a speech 
at the induction ceremonies on ‘Con- 
tributions of Science to Industry.” 


Portable Potentiometer 


Developed By G-E 


SCHENECTADY—A new portable 
dewpoint potentiometer for use in 
determination of moisture content of 
atmosphere in industrial metal-heat- 
treating furnaces has been announced 
by General Electric Co. 

The instrument consists of a 
polished, metallic mirror placed in 
a small chamber in such a manner 
that it can be seen through a sight 
glass. Means are provided for cool- 
ing the mirror and reading its tem- 
perature. 

Gas to be tested is passed continu- 
ously through the chamber. As the 
temperature of the mirror is lowered 
by a jet of another gas from a stor- 
age tank directed against the back 
of the mirror, a spot of dew appears 
when the dewpoint temperature of 
the gas being tested is reached. 

Mirror temperature may be read 
at the instant the dew appears by a 
light-gauge thermocouple and _bal- 
ancing circuit with direct-reading 
meter. Range is from minus 40 to 
plus 130° F. 


New Seamless Tanks 
Are Introduced 


NORRISTOWN, Pa.—-Victor seam- 
less copper tanks and boilers, one- 
piece seamless units made by a 
patented electro-deposit process which 
involves no brazing, welding, or 
riveting, are now in production and 
ready for delivery, according to the 
manufacturer, Victor Mauck Seamless 
Copper Tank Co. 

Prices of these units are said to 
be comparable to those of ordinary 
seamed or riveted non-ferrous boilers. 
Literature on the line is available. 
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Send now for this New 16-page Insula- 
tion Manual that tells why, how and 
where to install PALCO WOOL, the 
Redwood bark insulation that provides 
PERMANENT THERMAL EFFICI- 


ENCY (.255 B.t.u., Peebles test) at 


lowest possible cost. 
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New Control By Brown 
Affords New Means 
Of Measurement 


PHILADELPHIA — Brown Instru- 
ment Co., division of Minneapolis- 
Honeywell Regulator Co., has 
developed a new control process in- 
corporating pneumatic remote trans- 
mission of measurement. The new 
control is designed primarily for re- 
mote measurement of process vari- 
ables in atmosphere containing 
explosive gases where electrical 
measurement is not permissible. 


It consists essentially of a trans- 
mitting indicating instrument _in- 
stalled at the point of operation and 
a receiver, either an indicator or 
recorder, on the remote master con- 
trol board. 


Remote transmission unit is a 
simple, balanced air pilot, mechani- 
cally actuated, built into the indicat- 
ing transmitter. Receiver is a pres- 
sure gauge, calibrated in terms of 
the variables being measured. 


The system gives a definite pres- 
sure response for less than 149% of 
full scale movement of the measuring 
element, and the receiver records less 
than 4% of 1% change. Air con- 
sumption is .016 cu. ft. of free air 
per minute. 

A 1% change in metered value can 
be transmitted 200 feet in less than 
a second, it is claimed, and a full 
scale change in 20 seconds. 

Ambient temperature change of 
60° F. affects readings less than 4 
of 1%, and the system is said to 
operate efficiently at sub-zero tem- 
peratures. 


‘Neoprene Notebook’ Is 
Issued By Du Pont 


WILMINGTON, Del.—Vol. 1, No. 
1 of “The Neoprene Notebook,” a 
publication designed to give engi- 
neers and manufacturers the latest 
engineering information, laboratory 
data, and application reports on neo- 
prene, du Pont-made synthetic rub- 
ber product, has just been issued 
by the rubber chemicals division, FE. 
I. du Pont de Nemours & Co. 


DAYTONS END 


When you furnish Dayton V-Belts, 
you save yourself servicing grief. 
And you save your customers the 
inconvenience and aggravation of 
premature belt failure. 

Take a tip from the leading makers 
of appliances and machines. They 
standardize on Dayton V-Belts be- 
cause they want belts which give 
lasting satisfaction to the users of 
their equipment. That’s just what 
you want when you put on replace- 
ment belts. 

Daytons perform better and last 
longer. They’re built that way. 
Their construction is patented and 
exclusive. They operate smoothly 


FAILURE 


THE GRIEF OF 


and quietly. They stand up straight 
and run true in the pulley grooves. 
No twisting and whipping! No 
squashing and sagging! No stretch- 
ing and slipping! Unheard and un- 
noticed, they give efficient, depend- 
able service far beyond the lives of 
other belts. 

Dayton V-Belts are made in a com- 
plete range of sizes and lengths to 
fit all makes of electric refrigerators, 
washers, ironers, stokers, water 
pumps, air compressors, blowers, 
condensing units, etc. They are im- 
mediately available from Dayton 
Distributors évesywhere to meet 
your exact requirements. 


THE DAYTON RUBBER MFG. CO., DAYTON, OHIO 
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New Air Circulator 
Introduced By Kisco 


ST. LOUIS—A new air-circulating 
device known as the Kisco Cool- 
Circle-Ator Table is being marketed 
by Kisco Co., Inc., manufacturer of 
ventilating equipment. 

This device consists of a specially 
designed fan, enclosed in a protec- 
tive grille, which is mounted in the 
base of a modern circular table, with 
tubular metal legs, in such a way 
that it throws air up and out 
beneath the table top and draws air 
in at the bottom. 

The table, top of which may be 
removed for use as a tray, may be 
used as a serving table or miscel- 
laneous table. 


New Lighting Equipment Affords Better 


Light, Less Heat Load, Says G-E Engineer 


NEW YORK CITY—Because of the 
present tendency toward increase of 
artificial illumination in the interests 
of reducing eye strain and conserv- 
ing eyesight, this source of summer 
air-conditioning load is constantly 
growing. However, there are ways 
to minimize it, it was brought out in 
a paper presented by Walter Stur- 
rock, illuminating engineer, General 
Electric Co., before the recent annual 
meeting of the A.S.H.V.E. 

Mr. Sturrock’s paper deals primar- 
ily with two methods of reducing the 
heat load resulting from artificial 


PIPE COILS 


Pipe Coils To Be Absol 


_ From Dirt And Free Scale 


Juke ACME INDUSTRIES, Inc. 


IUUI 


Michigan 


ts 5 


Seepage-Proof 


FITTINGS 


“Built Right to Stay Tight’’ 


Every style and size of forged flared 
tube fitting for the refrigeration indus- 
try is available from standard stock at 
Commonwealth. 


Thousands of semi-standard patterns 
enable us to quickly furnish any desired 
variation in pipe and tube ends. 


Special fittings made to order. 


Commonwealth fittings are correctly 
designed, carefully machined, and tube 
seats are protected in shipping. 


25 years of service to the industry. 


COMMONWEALTH 
BRASS CORPORATION 


Commonwealth at Grand Trunk R. R. 


DETROIT, MICH. 


THIS IMPERIAL FLARING TOOL 


HIS flaring tool flares copper or 
brass tubing to make up S. A. E. 
flared joints without cracking or split- 
ting. When S. A. E. flared fittings are 
used a proper flare of the tubing is 
necessary to prevent leakage. This is 
especially true in refrigeration or air- 
conditioning work, when using refriger- 
ants such as sulphur dioxide, methyl 


chloride, freon, etc. The Imperial Flaring ™= 


Tool No. 175-F, with its self-centering 
yoke, gives the proper flare to copper 
or brass tubing to make up S.A.E. flared 
joints on 3/16", 1/4", 3/8", 1/2", 5/8” 
and 3/4” outside diameter tubing. 


@ Order from your jobber. @ 


IMPERIAL BRASS MFG. CO. 
565 S. Racine Avenue, Chicago, Ill. 


IMPERIA 


COPPER 
TUBING 


Ada EVERYTHING 


Service fools 


CUTTING @ FLARING @ BENDING @ COILING @ PINCH-OFF @ SWEDGING 


illumination. One of these methods is 
to increase the lighting efficiency of 
the lamp so that fewer watts are re- 
quired for a given intensity of illum- 
ination, while the other method is to 
remove the heat energy which is 
given off into the conditioned space 
before it can be imposed upon the 
air-conditioning equipment. 

Rise in lighting efficiency is ob- 
tained not only by increase in 
efficiency of the lamp itself, but also 
by use of improved reflective sur- 
faces, by means of which a greater 
proportion of the light given off by 
the lamp is reflected into the por- 
tions of the room where it will do 
the most good, the speaker declared. 

For the _ installation where the 
lighting load is very heavy, it may 
prove economical to remove a por- 
tion of the heat given off by the 
lamp by means of special exhaust 
systems. Other means of heat re- 
moval also are discussed. 

The following methods of obtain- 
ing higher lighting efficiency were 
discussed: 

The use of fewer large lamps to 
obtain a given intensity of illumina- 
tion because of the higher lighting 
efficiency of the larger unit. 

The use of the mercury vapor 
lamp for installations where its 
color is not objectionable. The 
speaker gave the average efficiency 
of the mercury vapor lamp as being 
30 lumens per watt as compared to 
an average efficiency of 20 lumens 
per watt for the incandescent lamp. 

The use of the new fluorescent lamp 
as soon as it is available commer- 
cially. 

The use of more efficient reflectors. 

The shaping of adjoining ceilings 
to form reflective surfaces. 

The use of reflective paints upon 
adjacent surfaces. 

The following methods of heat re- 
moval were discussed: 

Mechanical exhausting of air 
through the lighting fixture. The air 
requirement was stated as being ap- 
proximately 1,000 c.f.m. per kilowatt. 
(The speaker stated that for lighting 
loads of less than 10 watts per sq. 
ft. of floor area, the mechanical ex- 
hausting of air was not economically 
justified, but that for greater load- 
ings the cost of the exhaust system 
was justified because of the result- 
ant reduction in heat load upon the 
air-conditioning equipment). 

The circulation of cold distilled 
water through a water jacketed fix- 
ture. 

Construction of the lighting fixture 
of heat absorbant glass, as this ar- 
rangement keeps a portion of the 
heat up near the ceiling where it 
does not heat up the occupancy 
zone. 

Introduction of the conditioned air 
into the room in such a way that 
stratification near the ceiling is not 
disturbed, as this arrangement tends 
to keep a portion of the heat up near 
the ceiling where it is absorbed by 
the ceiling construction. 

Regarding the use of reflective sur- 
faces, Mr. Sturrock made the follow- 
ing statement. 

“The total wattage required to 
provide a specified level of illumina- 
tion for an interior depends to a 
great extent on the percentage of 
the light generated by the lamp 
(utilization coefficient) which actual- 
ly reaches the working area. This 
utilization of light depends not only 
upon the ability of the side walls and 
ceiling to redirect light but also upon 
the total light output of the reflector 


(Concluded on Page 21, Column 1) 
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making of a sale 


and more profit. 


—Higher 


New York Factory 
43-20 34th Street 
Long Island City 


FOR 


PEERLESS FIN COILS — “SALES CLINCHERS” 


According to Webster—a 
is a friendly argument terminated by a 
“clinching” action. Peerless Fin Coils are “sales clinchers’” that 
enable hundreds of refrigeration salesmen to make more sales 


Peerless. Fin Coils have five sales “clinching” features—with a 

dynamite selling wallop in every one— 

1. Peerless “Rifled” Tubing—A 30% Efficiency Bonus. 

2. Wedge-Locked—The Perfect Fin to Tubing Bond. 

3. Edge-Locked—For Great Strength. - 

4. Non-Soldered Return Bends—Where There Are No Joints— 
There Can Be No Leaks. 

5. One Inch Species Between Coil Courses—Free Air Circulation 

ficiency. 


PEERLESS of America, Inc. 


Established in 1912 as the Peerless Ice Machine Company 
Main Factory—General Offices 


PEERLESS JOBBERS IN ALL PRINCIPAL CITIES 


PERFORMANCE 


“clincher” ends an argument. The 


Pacific Coast Factory 
3000 S. Main Street 
Los Angeles 


515 W. 35th Street 
Chicago 


1937 Chicago Air-Conditioning Installations (Cont.) 
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Name and Address Installation Hp. Tonnage 
Printing 
A. B. Dick & Co.; 3040 W. Lake S&t......... Carrier 249 204) 
American Decalcomania, 4326 W. 5th Ave. Carrier 125 100 
Daily Times, 211 W. Wacker Drive......... York-West. & Camp. 2.25 ) 
Henneberry Rotogravure, 4001 Ravenswood West.-Kroeschell 34.5 8u 
Meyercord Co., 53385 W. Lake St............ Carrier 12 F 
Tablet & Ticket Co., 1015 W. Adams St.... York-West. & Camp. 40 40 
Miscellaneous 
Chicago Transformer Co., 3501 W. Addison Ilg-Hansen 3 

' Fabart Instrument Co., 4740 N. Clark St... Wittenmeier 100 160: 
Heineman, Oscar, 2701 W. Armitage Ave... Carrier 15 1 
New York Central, LaSalle St. Station..... Car Cooling 500 50 
Portland Cement Assn., 33 W. Grand Ave... York-West. & Camp. 2.5 
Quaker Oats Co., 2500 S. Cottage Grove Ave. Carrier 5.75 
Offices, General & Buildings 
Acme Steel Co., 101 E. 134th St............ Worth-Hoier-Haines 260 19 
Air Comfort, 1307 S. Michigan Ave........ Carrier-Air Comfort 6.5 
Aircure Co., 166 W. Washington St......... Ilg-Hansen 5.25 
Alfred, Decker & Cohn, 416 S. Franklin St. West.-Kroeschell 3 
American Electric Fusion Corp., 

I A. a Curtis 17 1 
Austin Co., M. B., 108 S. Desplaines St..... Deissler-Reliable 10 16) 
Balaban & Katz, 175 N. State St............ Carrier-Air Comfort 24 2 
Belden Mfg. Co., 4647 W. Van Buren St.... West.-Kroeschell 61.5 5 
Benefit Assn., R.R. Emp., 901 Montrose Ave. West.-Kroeschell 58 Bi 
Blackhawk Club, 1389 N. Wabash Ave....... Airtemp-Hoier 28 25 
Blums, Inc., 624 S. Michigan Ave........... Reliance Blakaire 8.25 8 
Brunswick-Balke, 632 S. Wabash Ave....... Carrier-Adv. Heat 130 100 
Budd, Britton I., 72 W. Adams St......... G-E-Baldwin 8.5 7.5 
Carnegie Ill. Steel Co., 3426 E. 89th St..... Carrier-Air Comfort 13 10) 
Chicago Flexible Shaft, 5600 Roosevelt Rd. Howe-Assembled 30 30 
C. E. Auditorium, 140 S. Dearborn St..... West.-Kroeschell 88 65 
Continental Products, 2036 S. Michigan Ave. Airtemp-Gen. Appl. 3 3 
Cravens, Barrett, 3255 W. 30th St......... Airtemp-Gen. Appl. 6.75 6 
Dealers Transport Co., 100 W. 91st St..... G-E-McDonald Truck 20 15 
DePaul University, 64 E. Lake St.......... York-West. & Camp. 28 25 
Edelman, E. & Co., 2332 Logan Blvd....... Airtemp-Gen. Appl. 3.25 3 
Essaness Theaters, 540 N. Michigan Ave... Kelvinator-Witten. 3.5 3 
Fairmount R. R. Motors, 310 S. Michigan.. Carrier-Air Comfort 3.25 3 
Field, Marshall, Estate of, 1385 S. LaSalle... West.-Kroeschell 17 15 
Fruehoff Trailer, 2553 S. Archer Ave....... Curtis-Nat’l Kor. 10.5 7.5 
General Mortgage & Invest., 

Se Ti, SHOE WOTE soso ces cba eseeNerseenes Carrier-Air Comfort 62.5 50 
General Motors Corp., 840 N. Michigan Ave. Frigidaire-Gal. 107.5 80 
Gym Club, 180 W. Randolph St............ Frick-Midwest 10 10 
Harlan-Allen Associates, 10 LaSalle St..... Carrier-Air Comfort 5.5 5 
Household Finance Co., 919 N. Michigan.. Carbon-Kroeschell 158 120 
Hyatt Roller Bearing, 332 S. Michigan Ave. Frigidaire 8 7.5 
Hydrox Corp., 2400 S. Lake Park Ave..... West. & Camp. 1 (Brine) 
Jacobs, Jos. O., 5244 Broadway............ Excel-Hilger 23 20 
Katzinger Co., Edward, 1947 N. Cicero Ave. York-West. & Camp. 35 30 
Kraft-Phenix Cheese, 500 Peshtigo Court.. Baker-Burge 647 400 
Lake Michigan Bldg., 180 N. Michigan Ave. Carr-Mehr-Hansen 649 400 
Merchandise Mart, 222 Bank Drive........ Carrier 696 350 
Mergenthaler Linotype, 531-37 Plymouth Ct. Carrier-Air Comfort az 15 
Motorola Radio Mfg. Co., 

S565 WW: AMBUSH BIVG. cc ccccccccrevecs G-E-Adv. Heat 23 20 
Meyercord Co., 5300 W. Lake St............ Moffitt (well water) 10 0 
National Tea Co., 1000 Crosby St........... Curtis-Nat. Kor. 46 40 
National Vulcan Fibre Co., 2808 W. Lake St. Fair.-Morse-Adv. Heat 11.5 10 
Neilsen, A. C., Inc., 2101 Howard St......... West.-Kroeschell 59.5 50 
North American Bldg., 36 S. State St....... Vilter 186 175 
Pace Mfg. Co., 2901 S. Indiana Ave......... Carrier-Air Comfort 12 10 
Pacific Flush Tank Co., 4241 Ravenswood... York-West. & Camp. 5.5 5 
Polish National Alliance, 1520 W. Division.. Frigidaire-Gal. & Spec. 62.5 50 
Proctor & Gamble, 1232 W. North Ave...... York-West. & Camp. 26 20 
Reliable Electric Co., 3145 Carroll Ave..... Carrier-Air Comfort 5.75 5 
ME, Tat Ti SUMO Weiss csecacisssascccsa Frigidaire-Gal. & Spec. 67 50 
Sanchez Cheese Co., 3738 W. 68rd St....... Frick-Midwest 2.25 2 
Straus & Schram, 1105 W. 35th St.......... Frick-Midwest 5 5 
Times Publishing Co., 211 W. Wacker Dr. York-Moffett 8.5 7.5 
Underwriters Laboratory, 207 E. Ohio St... G-E-Gal. & Spec. 17 15 
Universal Parts, Inc., 1529 S. Michigan Ave. Frick-Midwest 2 2 
University of Chicago, Midway............ Carrier-Phil. & Get. 150 100 
Union Tank Car Co., 228 N. LaSalle St..... Frigidaire-Baldwin 38 30 
United Autograph Co., 5000 S. California Carrier-Kaiser 16.5 15 
United Wallpaper, 3330 Fillmore Ave...... Vilter 40 40 
White Stokes, 3615 S. Jasper Pl............ Vilter 26.5 25 
Wilson Brothers, 528 S. Wells St.......... Carrier-Air Comfort 15 15 
Zenith Radio Corp., 6001 W. Dickens...... Carrier 153 100 
Offices, Private 
Adrianson, G. W., 72 W. Adams St......... York-C.E. 0.75 0.75 
Armour, E. Watson, 221 N. LaSalle St..... York-C.E. 1 I 
Armour & Co., Board of Trade Bldg........ Kelvinator 0.75 0.75 
Armour & Co., Board of Trade Bldg........ Kelvinator 2 
Arrow Mill Co., 4446 W. 26th St............ Norge-Sampson 1 
Assoc. Underwriters, 135 S. LaSalle St..... Carrier-Air Comfort 0.75 1.75 
Bally Mfg. Co., 2640 W. Belmont Ave....... Pamco 0.75 1.75 
Banco Di Napoli, 1601 W. Roosevelt Rd... Norge-Sampson 0.5 5 
Bank, H. W., 140 S. Dearborn St.......... Pamco 0.75 75 
Barkrock, Moses, 231 S. LaSalle St......... York-Harry Alter 1 
Bee-Dee Management, 100 N. LaSalle St... Air Devices 1 
Bendix Radio Corp., 60 E. 25th St......... Air Devices 4.5 
Berningham & Prosser, 128 S. Sangamon St. Air Devices 1.75 5 
Block, Lewis H., 185 N. Wabash Ave....... Frigidaire 0.75 75 
Blythe Co., 135 S. LaSalle St................ Frigidaire-C.E. 0.75 0.% 
Board of Education, 228 N. LaSalle St...... Pamco 0.75 xi 
Borg & Beck, 6358 S. Menard Ave......... Norge-Sampson 2 
Browne, A. S., R. R. Exchange............ Frigidaire 0.75 75 
Burton Dixie Corp., 2024 S. Racine Ave..... Kelvinator 1 
Byrne, C., 135 S. LaSalle St................. Pleasant-C.E. 0.25 25 
Campbell, D. S., 120 S. LaSalle St......... Air Devices 0.5 5 
Canfield, A. J., 6788 S. Chicago Ave....... Frigidaire-C.E. 0.75 1. 
Canner Pub. Co., 140 N. Dearborn St...... Deissler-Baldwin 2 5 
Carder, A. B., 118 N. Dearborn St.......... Carrier-C.E. 0.75 % 
Caskin, F., 4601 S. Ashland Ave............ Pleas.-C.E. 0.25 4 
Central National Bank, 728 W. Roosevelt Rd. Kelvinator 1 
Central Greyhound, 1157 S. Wabash Ave... General Electric 1 
Chicago Daily Times, 211 W. Wacker Dr. Frigidaire 2 
Chicago Mill & Lumber Co., . 

111 W. Washington St...............e000: Carrier-C.E. 0.75 5 
Chicago Truck Leasing Co., 609 S. Wabash Frigidaire-C.E. 1.5 1.5 
Chicago Truck Leasing Co., 609 S. Wabash Frigidaire 0.75 1.15 
Christiansen, J. J., 228 N. LaSalle St....... Carrier-C.E. 0.75 7 
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1937 Chicago Air-Conditioning Installations (Cont.) | 


Key Executives Are Named For Frigidaire’s New 
District Sales Office At Nashville, Tenn. 


M - (Concluded from Page 20, Columns 4 and 5) 
Equipment Will Name and Address Installation Hp. Tonnage 
H L d NASHVILLE, Tenn.—With arrival In addition to Mr. Davison, who 
P ° e in Nashville of key members of its | was transferred to Nashville from 
Cut eat oa Of fices, P rivate (Continued) executive staff, tne samt established | Cincinnati sales headquarters, the 
Cooper, H., 1384 S. LaSalle St................ Carrier-C.E. 0.75 0.75 | Nashville district headquarters of | executive staff is made up of: 
(Concluded from Page 20, Column 3) Crescent Eng. Co., 1109 SB. State St... 26555 York-Harry Alter 0.75 0.75 Frigidaire division, General Motors Virgil Wingate, comptroller, for- 
or di/fusing globe in which the lamp cog gy aor aa ———s : 4 Sales Corp., has started functioning merly credit manager in Detroit. 
is pliced. Droll Patents Corp., 351 E. Ohio St....... G-E-Baldwin 1 1 mm quarters a Ho. 4, Cummins sa- John Hopkins, service and instal- 
“Recent developments in higher | pagewater Beach Hotel, 5349 Sheridan Rd. Air Devices 1 1.5 tion, according to Fred M. Davison, | lation manager, formerly air-condi- 
reflec ion factors for paints and in | ghliott Furniture Co., 17 N. State St....... York-Harry Alter 1.5 1.5 district manager. tioning supervisor in Chicago. 
the ght reflection properties of | Enterprising Paint Co., 1015 Hyde Park.... York-C.E. 1 1 Frigidaire has taken two floors of I. R. Ogglesvy and S. M. Marvick, 
alumicum are of special interest. A | Eppenstein, Jas. F., 35 E. Wacker Dr..... G-E-Baldwin 2.25 2 this brick building with general | district sales supervisors, formerly 
new ish, known as Alzak, has not | Fell, A. L., 2912 Commonwealth Ave......... Pamco 1.25 1.25 | Offices located on the second floor | sales representatives at Dayton. 
only ‘nereased the light output of | mulier Crittenden Co., 120 S. LaSalle St... Air Devices 0.5 0.5 | front and the remainder of the Carl Hoebner, district sales. super- 
alumii'um reflectors but also has | Gen’, Fireproofing, 36 S. State St.......... Frigidaire-C:E. 0.75 0.7 building devoted to warehousing of | visor, formerly in a similar capacity 
provi d a _ surface which resists | General Porcelain, 2700 N. Karlov Ave..... Frigidaire 0.75 0.75 | products and service parts. in the Atlanta district. 
abras’ »n : eesonl — = m Poe General Outdoor Adv., 515 S. Loomis Ave... Airtemp-Gen. Appl. 3.25 3 
readil. cleaned to restore its initia General Scientific Corp., 4829 S. Kedzie Ave. Pamco 0.75 0.75 1938 LINE OF COMPLETE 
efficie.cy. Gits Bros. Mfg. Co., 1848 S. Kilbourn Ave. Frigidaire 0.75 0.75 FOGEL PROUDLY PRESENTS FOOD MARKET EQUIPMENT: 
“A vecent lighting installation for | Glader Corp. 110 S. Dearborn St.......... Frigidaire-C.E. 0.75 0.75 Doman Taker Canes Mane 
a sm:ll office was designed so that | Grand Woodworking Co., 4147 W. Ogden.. Pamco 0.75 0.75 Boxes for Restaurants, Hotels, 
small indirect aluminum reflectors | Guardian Elec. Co., 1621 W. Walnut St.....  Pamco 0.75 0.75 and Bakers. 
; : : c : @ Streamlined Beauty 
direct d the light toward a special | Haas, Inc., H. R., 337 S. Franklin St....... Kelvinator 1.5 1.5 @ World’s Highest Quality 
ceiling which was also of aluminum. | Hansman Studio, 1809 Indiana Ave......... Pleasant Air-C.E. 0.25 0.25 ®@ Genuine Porcelain Interior and 
In this case, the utilization of light | Hargrave Co., Geo. E., 145 N. Clark St..... York-C.E. 1.75 1.75 ee 
was °2% as compared with 24% | Hart, E. S. 7 S. Dearborn St............. Vilter 1 1 @ Assured Lifetime Vision 
which would have been obtained | Heckman, Works, Mach., 4026 W. Lake St. Pamco 0.5 0.5 aE py on Ay 
from a conventional lighting system. | Hercules Life Ins. Co., 925 S. Homan Ave. York-Harry Alter 0.75 0.75 @ Financing Plan for Dealers 
: @ Over 40 Years of Experience 
“In other words, in order to get | Hercules Life Ins. Co., 925 S. Homan Ave. York-C.E. 0.75 0.75 WRITE IMMEDIATELY FOR 
an equal level of illumination from | Herbst, L. B., 5 S. Wabash Ave............ Pamco 0.5 0.5 FULL DETAILS 
a conventional system the wattage | Hutchinson, W. H., 1031 N. Cicero Ave..... Norge-Sampson 0.5 0.5 FOGEL REFRIGERATOR CO. 
joad would have been 1144 times as Ill. Comm. Comm., 160 N. LaSalle St....... Kelvinator-Witten. 3.5 3 i 16th & Vine Sts., Philadelphia, Pa. 
great. Illinois Steel Co., 208 S. LaSalle St.......... G-E-Baldwin 1.75 1.5 pon le a Si a saa cA ene 
“A large public utility located in | International Pavers, 100 N. LaSalle St...... York-C.E. 0.75 0.75 
Detroit has recently completed the | Johnson, John E., 112 S. Michigan Ave..... Pleasant Air-C.E. 0.2 0.25 ; ie 
lighting design for a new office build- | Johnson, M., 25 E. Washington St......... Pleasantaire 0.25 0.25 Mi ae WE LDED STE EL 
ing. A feature of particular interest | Kelly, John J., 135 S. LaSalle St........... General Electric 2 2 = 
is the use of ceiling coffers for light- | Kelly, John J., 135 S. LaSalle St........... Carrier-C.E. 0.75 0.75 | § a EF; RIGERATORS 
ing units. They are about 4 feet | Kolb, H., 2711 N. Kedzie Ave............... Carrier-C.E. 0.75 0.75 , console : _ 
square and 15 inches deep, and are | Krim-Ko Co., 4830 S. Turner Ave.......... York-C.E. 0.75 0.75 i . 
designed to utilize the space between | Kroger Stores, 8259 S. Vincennes Ave....... Frigidaire 0.75 0.75 
the large air ducts in the ceiling | Kuppenheimer, B., 415 S. Franklin St..... Carrier-Air Comfort 0.75 0.75 
running lengthwise of the building. | Langer, Chas., 332 S. Michigan Ave........ Frigidaire-Standard 1 1 
“By using a silvered bowl lamp | Levinsons Loans, Inc., 739 N. Clark St..... Frigidaire-Kroeschell 0.75 0.75 
in each of these coffers the utilization | Loeb, A., 400 W. Madison St................ York-C.E. 1 1 
of light is approximately 42%, which Lord & Thomas, 915 N. Michigan Ave..... Frigidaire 3 3 
is exceptionally good. MacSim Bar Paper Co., 228 N. LaSalle St. Carrier-C.E. 0.75 0.75 
Madgan Bros., 4033 W. Madison St......... York-Harry Alter 0.75 0.75 
OTHER ABSORBING METHODS Marsh & McLennan, 164 W. Jackson Blvd. Carrier-Air Comfort 5 5 
Other heat absorbing methods were Masonite Corp., 111 W. Washington St..... Frigidaire 1.5 1.5 
explained by Mr. Sturrock as follows: 9 dag gg hay ae ae Reece prvi sowed Alter “> - 
“Te 3 cConkey ooth, ‘ Ee Wve secs es ir evices 
a se paeny passes oe weer McKinsey, Jas. O., 222 N. Bank Dr......... Carrier-Air Comfort 0.75 0.75 A COMPLETE NEW LINE 
will readily absorb practically all the 
long-wave infra-red radiation, that is ee FOR 1938 
’ ’ Se i MNO Dh i cite sdcdasesnscecdace Norge-Sampson 1 1 
wave lengths longer than 1.4 to 1.6 | McNeil & Co., Geo., 540 N. Wells St........ Frigidaire-Kohlman 1.5 1.5 antnet nalts tieeen sais lieaieidh a ties ating: eating 
microns. On the other hand, water | Meinrath Brokerage, 1 N. LaSalle St....... Deissler-Baldwin 3 3 covers the field. Pace-setting values in Top Display and 
transmits a high percentage of the | Morris, Edw., First National Bank......... Carrier-Air Comfort 0.75 0.75 Double Duty Cases— 6, 8, 10 and 12 foot lengths... Two 
energy appearing in wave lengths | Nat. R.R. Adj. Board, 220 S. State St..... General Electric 9 9 Seer Sees: . SUR neee Snes «+» Rene Peeen 
shorter than 1.0 to 1.2 microns | National Safety Council, 20 Wacker Dr... York-Harry Alter 0.75 0.75 beauty and engineered with latest improvements. 
which includes the visible energy. Nationwide News Service, 9557 S. Longwood General Electric 0.5 0.5 With = aed ieee ine ot comesneuiel raaneareate 
“From this it is obvious that light- North- Amusement Co., T. T., JUS Cae SSS CUE SASOM OF Sel OOM pesseUels vee: 
ing units with cold water sla Bee. We EE BGG k his iecsin es dawdcces Deissler-Airgard 75 0.75 Wen Reeennnes Gee anemere Grater peapenes. 
instead of cold air would greatly | Novak, Barney, 17 N. State St.............. York-Harry Alter 75 0.75 TYLER FIXTURE CORP. < SY HER Dept. R, NILES, MICH. 
facilitate the elimination of heat im- Nugent, on Mer., 910 S. Michigan Ave..... Kelvinator 1 WEW YORK OFFICE, 601 W. 26th St. “= CHICAGO orrice, 1663 W. Ogden Ave. 
mediately at the light source. A light | Oberfelder, H. M., 110 S. Dearborn St..... York-Harry Alter 75 0.75 
source adopting this feature was | Pabst Blue Ribbon, 221 N. LaSalle St....... Air Devices 25 1 : 
developed several years ago and | Pereira, Harold, 221 N. LaSalle St......... Frigidaire-Kroeschell 75 0.75 
recent designs based on the original | Pollack, M., 325 W. Adams St.............. Carrier-C.E. 75 0.75 
features have found practical appli- | Progressive Tool Co., 1303 W. Jackson.... Pamco 5 0.5 
cation for the lens-type photographic | Public Service Co., 69 W. Monroe St....... Frigidaire 75 0.75 : 
enlargers. Randall Graphite Co., 609 W. Lake St....... York-Harry Alter 1 et i ’ % 
“The unit consists of a distilled | Rosin Starr, Inc., 15 E. Washington St...... York-Harry Alter 1 ; ' es. = 
water jacket surrounding - the na Schrager, Charles L., 110 S. Dearborn St. York-Harry Alter 75 0.75 o ee . AREA - IN, BOXES 
and a submerged coil through which | Scobie, D., 208 S. LaSalle St............... Carrier-C.E. 0.75 . = SS as ap 
cold water is continuously circulated. | Shambough, G. E., 122 S. Michigan Ave.... General Electric 1 i ni costes | depot | ia : COOLERS — 
75 0.75 . tT) , ' . 


Tests on such a device employing a Siedlinsky, V. E., 4143 Archer Ave......... York-Harry Alter ner your compressor = 


SCrROSNNOrF OF OOF OOF FP OC OCOFR OF OO 


1,500-watt projection-type lamp indi- | Standard Process Corp., 734 Lexington St. Frigidaire-C.E. 0.75) & bee —— elling SHERER Reach-in Boxes, C Cael. 
cate th o : Stein, Lawrence, 815 W. Van Buren St.... West.-Kroeschell 1 | i . - os - oe 7m 
ate the 75% of the radiant energy , : | 1 v7) | and Cases. Your customers | 
: : Stensgaard & Assoc., W., 346 N. Justine St. Carrier-C.E. 75 0.75 | rat - se 5 : 
is absorbed by the water while the ; seihiiaies r 4 pend on : 
sacrifi in total light tput i 1 Sterling Hosiery, 314 W. Adams St......... Frigidaire-C.E. 25 1.5 | 
ce In total Mgnt output 1s only | strauss Security, 185 S. LaSalle St......... Pleasantaire-Harry Alter 0.25 0.25 | 
of the order of 20%; although this | stone, Judson F., 30 N. LaSalle St......... Carrier-Air Comfort 25 2 | 
method of dispersing the heat from | summer, Fred J., 2145 EB. 88rd St........... Carrier-Air Comfort 2 
an artificial lighting system is en- | Thermal Air Cond. Inst., 125 W. Hubbard General Electric 5 0.5 
tirely practical under certain condi- Twentieth Century Press, 40 S. Clinton St. Frigidaire-C.E. 75 0.75 
tions, yet its general application for Underwood, Morgan P., 231 S. LaSalle St. Pamco 5 1.5 
large interiors appears somewhat re- Union et mace -4 Ry ons. ag aa oan nd — os na 
mote at the present time. Union Tan ar VCo., . LaSalle eee. ork-Harry er Py £3) 5 
P U. S. Cold Storage, 1526 First National Bank Kelvinator 0.75 0.75 
U. S. Color Card Co., 144 W. Jackson Blvd. York-Harry Alter 0.75 0.75 
HEAT-ABSORBING GLASS Utilities Eng. Inst., 404 N. Wells St......... General Electric 0.5 0.5 
“Another medium for absorbing ord ~ gy pe ae oe cnet Alter a : : 
radiant incandescent estern Equip. Co., ° ashington ; amco .75 .05 
lamps ee tae Pres Se a “ar Whitelock & Co., 333 N. Michigan Ave..... Air Devices 0.5 0.5 
a a re Whiteman & Barnes, 100 S. Jefferson St... Kelvinator-M. & M. 0.5 0.5 | 
resisting, heat-absorbing glass hav- | wijxinson, F. R., 209 S. LaSalle St......... York-C.E 0.75 0.75 
ing a 2-millimeter thickness which | 7eigier Coal & Coke Co., 21 E. Van Buren York-West. & Camp. 1.5 1.25 


Will absorb 79% of the total energy 
generated from a 500-watt projec- 
tion lamp. 

“The light transmission of this 


(Editor’s Note: Tabulation of Chicago 1937 installations will be | 


concluded in next week’s issue.) 


! 


5 
5 


specia| glass is still maintained fairly “The result is that although the 

high, being approximately 75%. | light itself has a bluish-white cast, 

Plates of this glass are available for | materials of certain colors such as 

use ij false ceilings above which | the reds are not recognized, while 

artificial lighting systems can be | yellows and greens are emphasized. r r 

installed, However, in the work spaces where © | e cd r wo ha n e 
“With such a system a circulation | Whites, grays -“ oy neutral * 9 . 

of air could be produced to cool the | tones predominate, Type ‘H’ mercury t rs 

Slass »lates wo thereby to provide | lamps are satisfactory. ©] merica s ives © e 

& me’ iod of eliminating a high per- “The operating characteristics of 

centa.e of the radiant energy from | mercury lamps are such that each 

4 lig) ing system before that energy | lamp requires a special transformer 

'S Se. free in an interior. or regulating device for starting and 


“Ti. color of the light emitted by 


_ ’y lamps has the characteris- Genes after Sting tunnel on h Id R f ‘ d 
© nereury vapor line spectrum in | anc € . 

oo st to the continuous spectrum “Another type of lamp now under House ° e riqerator an 

of the incandescent lamp,” explained | development which promises to find 

the soeaker. application in auditoriums, theaters, COM MERCIAL CONTROLS 
ind '§ means that all the light | restaurants, etc., where lumiline in- Peer es 

tom ihe mercury arc is represented | candescent lamps are now being Sas ’ 

by only a few bands which produce | used, is the fluorescent lamp, which Columbus, Dhio,USA Write for Names of Jobbers Nearest Your City 
yellow, green, and blue light. Red is | is in effect a mercury lamp similar to . 


Practic ‘ally absent. 


operating. Also these lamps require 
several minutes to attain full bril- 


the Cooper-Hewitt but smaller.” 
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NEW IDEAS FOR REFRIGERATOR DOORS 


At no extra cost —all the engineering features 

for display cabinet doors listed at right — 
with the new Ace “Loxit” hard rubber assembly 
units — doors, rails, jambs. Complete range of 
sizes — American Hard Rubber Co., 11 Mercer 
St.. New York... 111 West Washington St., 
Chicago, Ill. ... Akron, Ohio. 


New As Tomorrow 


and just what the live distributor has been 
waiting for. 

A Reach-In of lifetime 18-8 Enduro Stainless 
Steel. 

A variety of models and sizes. 
Style—Quality—Beauty—Endurance. 

An article in demand by the quality buyer. 
An Amazingly low price. 

A worth-while direct factory discount. 


Write 


BROMANN BROS., Ine. 


Fulton & Peoria Sts. Chicago, Illinois 


TREAIMLITIERT 


DISTRIBUTORS 
WANTED! 


Write for details of 
Profit-making fran- 
chise. Complete PER- 
CIVAL line meets 
every requirement of 
the modern food 
store. 
9 


Modern styling . - Beautiful design ... Out- 
standing construction » « « Economical operation! 
TOMORROW’S case, presented TODAY! Get the 
jump on other distributors by selling this modern 
marvel of electrical refrigeration. Its NEW style 
and NEW features eiinory you Rd selling 
pat iH NEW CIVAL FINAN 


LPS YOU SELL. 


G4. PERCIVAL COMPANY 


DES MOINES 
51 YEARS OF SERV 


aoe 


KOC 


In design, in construction, in 
performance, this new display 
case is a sensation. Yet it is 
_ low in price and economical 

to operate. The Koch line is 
complete. There is a counter, 
a cooler, or a refrigerator that 

will meet every requirement. 


WRITE KOCH TODAY 


REFRIGERATORS Thereis big money in the Koch 


nortH KANSAS city, missouR! line for qualified distributors. 


Gelling Electric Ranges 


Survey of Appliance Field Indicates 
The Electric Range Is Rapidly 
Approaching a ‘Profit Period’ 


NEW YORK CITY—tThe electric 
range is pointed to as the next great 
profit opportunity in the household 
appliance industry, in a study recent- 
ly completed by the research depart- 
ment of McCall’s magazine under 
the supervision of Arthur Hirose, 
McCall’s director of research. 

Excerpts from the study, which 
was made with the cooperation of 
electrical appliance trade organiza- 


tions, business newspapers and maga- - 


zines, household appliance manufac- 
turers, and individual members of 
the industry, are presented here with 
the permission of McCall’s. 

Brief sales histories of various 
appliances are presented in the first 
part of the study, as possible clues 
to the qualities women expect in 
products of this kind. Considered 
here are: 


LOOKING AT THE FIELD 


1. The electric iron. Introduced at 
the time of the Chicago world’s fair 
of 1893, this appliance attained pub- 
lic acceptance about the turn of the 
century. 

Today, more irons are in use than 
any household appliance; 93.2% of 
wired homes have one. Sales are still 
large, 3,765,000 being sold in 1936, 
but are primarily replacements. Re- 
tail price is now considerably lower 
than it was even a few years ago (it 
was $4.43 in 1936), despite the efforts 
of manufacturers to introduce new 
features which would permit of 
higher prices. 

2. Vacuum cleaners. This appliance 
attained public acceptance in 1914. 
Today 48.9% of wired homes have 
such an appliance. Sales in 1936 were 
1,146,000 units, but the average retail 
price was only $54. 

3. Washing machines. Public ac- 
ceptance for this appliance was at- 
tained about 1917, due partially to 
the dearth of household servants 
when the United States entered the 
World War. Today 52.5% of wired 
homes have electric washers; sales 
in 1936 were 1,528,585 units, at an 
average retail price of $66. 

4. Electric refrigerators. Today 
this is the fastest selling major home 
appliance. Introduced prior to 1915, 
it attained public acceptance in 1926, 
when public utilities became aware 
of its load-building possibilities. Sta- 
tistics for 1936 showed a market 
saturation of 41.1%, with sales that 
year of more than 2,000,000 units. 
Average retail price was $164. 


REFRIGERATOR PROGRESS 


With the exception of the year 
1932, number of household electric 
refrigerators sold has increased each 
year, it is pointed out. 

Of the 31,800,000 homes in Amer- 
ica, one third are not prospects for 
electric refrigerators, because they 


| have no electricity. With more than 


a third of the remaining homes al- 
ready equipped with refrigeration, 
the study points out that it will not 


| take many more 2,000,000-unit years 


to attain almost complete saturation 
of the market, unless replacement 
business (estimated at 10% in 1936) 
picks up greatly. 

Sales increases, once as high as 


AND KEEPS IT SOL 


“Siocon PORTABLE ELEVATOR MEG. 


IN CANADA, UNIVERSAL COOLER CO. OF CANADA, LTD. BRANTFORD, ONTARIO 


Cooling bottled goods rom room temperature to de- 
sired degree in 30 minutes—enormous capacity— 
ability to hold cold longer (from 3 te 6 hours)—no 
“hot spots’’—protected coils that promote sanitation 
and prevent loose labels, dirt, or other debris from 
retarding _ refrigeration — super - powered — precision 
built—THESE FEATURES enable PELCO to out- 
perform any cooler you've ever seen! 


Get the FACTS on PELCO today. 
Address Desk A-28 


BLOOMINGTON, ILLINOIS, U.S.A 


C0. 


Mode! 240 
BEVERAGE COOLER 


PELCO makes its 
own FLOATING 
ICE _ automatic- 
ally, as needed. 


173% over those of the previous year, 
also have become pretty well sta- 
bilized at about 26 to 27%, it is said; 
and while an estimated 225 billion 
dollars has been spent by the public 
for electric refrigeration, prices have 
dropped from an average of $550 in 
1921 to $164 in 1936. 

Because replacement business is 
still a relatively small percentage of 
total yearly sales, most leading re- 
frigerator manufacturers have turned 
to. the production of other home ap- 
pliances, the study declares. 


OTHERS THROWN OUT 


The survey considers and discards 
several other major home appliances 
before settling upon the range as the 
next product likely to be sold in large 
volume at a profit by manufacturers, 
distributors, and dealers. 

Ironers, although in use in but 
5.5% of wired homes, with sales of 
178,000 units in 1936, are discarded 
because, while the ironer is ‘a use- 
ful appliance with good sales possi- 
bilties, its low price (average in 1936: 
$58) presents smaller profit ‘possi- 
bilities than other appliances.” 

Electric water heaters, the study 
notes, are in use in 2% of wired 
homes, with sales of 104,000 units in 
1936 at an average retail price of 
$73. 

This appliance has “good market 
possibilities, but less dramatic sales 
appeal today than appliances which 
women consciously use,” the survey 
comments. “The range must bring 
the water heater along with it.” 

Air-conditioning plants also are 
considered, but it is noted that “‘prob- 
ably a boom year in home building 
will be needed to put air conditioning 
in the volume class,’ since less 
than 1% of wired homes have such 
plants. 


SOME NOT READY 


Oil burners are potentially splendid 
appliances from a volume standpoint, 
but are handicapped at present by 
market areas where coal and gas 
fuels are extremely cheap, it is 
pointed out. Sales in 1936 were 
218,000 units, and market saturation 
at the end of that period was 5.4%. 

The dishwasher, the survey infers, 
is in the ‘not ready” class. But 0.4% 
of wired homes use such an appli- 
ance at present, and 1936 sales were 
less than 10,000 units, average price 
being $250. This is an appliance, says 
the survey, “about which the con- 
sumer and the appliance trade are 
still luke-warm, if not downright 
apathetic.” 

Discarding these appliances from 
current consideration, there is left 
only the electric range. At the end 


of 1936, the survey points out, only 
7.9% of wired homes had ranges: 
sales during the year totaled 318 000 
units at an average price of $130, 
The electric range showed the larg. 
est increase in sales (1936 over 1935) 
of any major home appliance. 


RANGE PROSPECTS 


What facts are there on range 
sales prospects ? 

1. The electric range in recent 
years has made large sales gains on 
its competitors. In 1933 only one 
electric range was sold to each 15 
gas ranges. In 1936, however, one 
electric range was sold to each five 
gas ranges. 

2. New-home building is focusing 
attention on the kitchen. A few years 
ago, the bath room was the maznet 
that attracted attention. In the next 


phase, it was the recreation or 
“rumpus room.” Now it is the 
kitchen, home-builders agree. From 


the housewife’s viewpoint, the ringe 
is exceeded only by the refrigerator 
as an attention-getter in the kit-hen, 

8. Kitchen modernization focuses 
attention on the electric range. 

4. The electric range doubles sales 
opportunities for the manufact irer 
of appliances—and more. It o‘fers 
the retail salesman a chance to make 
another sale to each owner of a re- 
frigerator. Quoting the survey: 

“The refrigerator has opened up 
the kitchen as a market for many 
household appliances. It is possible, 
therefore, to sell additional kitchen 
appliances in all of the nine to ten 
million homes that have automatic 
refrigerators. 

“The great problem in the auto- 
matic refrigerator field will natural- 
ly be replacements, as more and 
more existing homes buy their first 
refrigerator. 

“With declining refrigerator prices, 
it will not be possible for the refrig- 
eration industry to spend the same 
number of dollars on house-to-house 
calls. Yet, somehow it will be neces- 
sary to go into the kitchen, deter- 
mine the age and condition of the 
refrigerator, and sell into the home 
a replacement refrigerator. How can 
this be done at the cheapest possible 
cost ? 


CANVASSING TIE-IN 


“Obviously, the house-to-house 
salesman going into the average 
home of the refrigerator owner to 
sell a new electric range stands a 
better chance of making a replace- 
ment sale on the refrigerator than 
does the house-to-house salesman 
going into the home’s basement, for 
example, to sell an oil burner.” 

5. The electric range, properly 
manufactured and sold, will do much 
to iron out the peaks and valleys in 
the refrigerator business. 

6. The electrical appliance industry 
has changed radically from 10 years 
ago, so that today manufacturers, 
distributors, and dealers need new 
appliances with the same lure as the 
refrigerator. 

Ten years ago, the survey points 
out, the appliance manufacturer was 
producing washers to retail for $143, 
refrigerators to retail for $350, and 
other high-priced appliances. The 
electrical supply jobber handled 
hundreds of items, was not dependent 


(Concluded on Page 28, Column 1) 


Table 1—Number Of Homes With Favorable Rates 
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Table 2—Three Stages Of Refrigerator Sales History 


Year ly Sales 
In Units 
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Kitchen’ s Growing Importance In Home Life 
Puts Spotlight On Electric Ranges 


(Concluded from Page 22, Column 5) 
on any one appliance’s sales for 
survival in business. 
The electrical dealer was not a 
specialist. He sold many appliances, 
and new appliances enlarged his mar- 
ket periodically. The consumer owned 


few appliances, 


and could still be 


sd a washer, vacuum cleaner, re- 


frigerator, 
items. 


and 


other 


high-profit 


Today, however, the distributor is 
dependent for existence upon a few 
major items, instead of hundreds, as 


formerly. 


Appliance retauers today are in- 
clined to specialize on the larger 
appliances, and face a waning mar- 
ket for easily accomplished sales. 
The consumer, owning many appli- 
ances, resists replacement sales, but 
can be sold new appliances with the 
lure of the refrigerator. 
Are there enough good range re- 
tailers to go around? 
Out of an estimated 19,000 recog- 
nized appliance dealers, only 13,000 
now handle electric ranges, leaving 
6,000 good retailers still open as 


range outlets. 


Will dealers and central station 
companies push electric range sales? 


Central 
been 


station companies have 
largely responsible for past 


sales of electric ranges. They are 
interested in seeing more ranges sold 
quickly and in larger volume—but 
they need encouragement. 
In less than 20 years, the study 
states, electric light and power com- 
panies, aided by appliance manufac- 
lurers, have more than doubled the 
consumption of electricity in 
average home. But at the same time, 
the revenue received by utilities for 
electricity sold to the home has been 
radically reduced. 


ee 


the 


When utilities look around for those 
appliances which build the load most, 
they find that the electric range, 
with the single exception of the elec- 
tric water heater, consumes more 
electricity than any other household 
appliance. 

Although all wired homes do not 
yet have favorable range rates, there 
are some 17 million homes on the 
lines of utilities which offer favorable 
electric cooking rates, the survey 
points out. Only 10% of these homes 
have sold electric ranges, leaving 
90% still to be sold. As more and 
more wired homes obtain rate reduc- 


tions, the potential electric range 
market will still further expand. 
(Table 1). 

Theoretically, there are three 


stages of appliance sales: 

1. The period of exploitation, oc- 
cupying between 18 and 22 years, 
during which about 1,000,000 homes 
are equipped. Sales increases during 
this period are small, manufacturers 
spending the majority of their money 
for invention, development, and ex- 
ploitation. 

2. The profit period, usually last- 
ing from one to eight years, in which 
six to eight million homes are equip- 
ped. Sales increases during this 
period are rapid. Manufacturers make 
a profit on their investment. This 
also is the era of intensive promo- 
tion. 

38. The period of competition, last- 
ing the rest of the industry’s life. 
Sales increases decline during this 
period, price declines, profits are 
smaller, and there is a smaller gain 
in new customers. This is the replace- 
ment era. 


INDUSTRIAL PERIODS 


Viewing various major appliances 


lable 3—Electric Range Enters the Profit Period 


Yeariy Sales 
In Units 
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Figures from National Electrical Manufacturers Association 


INSTALLATION 


in the light of this theory, the sur- 
vey concludes that: 

The vacuum cleaner is definitely 
in the third, or final stage of its sales 
history. Gains in recent years, it is 
pointed out, are an attempt to catch 
up to probable normal sales, had 
there been no depression. 

The washing machine also is in the 
third, or competitive, stage of sales 
development. Prices are low, and 
recent sales gains are an attempt to 
make up for sales losses during de- 
pression years. 

The radio industry today also is 
in the third stage of its sales develop- 
ment. Prices are low, and manufac- 
turers are searching for new features 
with which to boost retail prices, and 
hasten obsolescence and_ replace- 
ments. Since the exploitation period 
on radios was telescoped into four 
short years, the profit period was 
also greatly curtailed. 

The electric refrigerator is still in 
the second, or profit, stage of its 
sales development. But there are 
signs that the refrigerator is about 
to go out of the profit stage into the 
competitive stage, the survey de- 
clares. Sales are still large, yet in- 
creases are inclined to stabilize, and 
prices are going considerably lower. 
(Table 2). 


READY FOR PROFIT 


The electric range is the one major 
home appliance about to enter its 
second, or profit, period, the survey 
points out. More than a million homes 
are equipped with ranges. Prices are 
still high, and it is possible for the 
range to enter now the second period 
of its development. (Table 3). 

The electric range has many ap- 
peals to the housewife. While only 
50% of American families used any 
sort of refrigeration when the elec- 
tric refrigerator first was promoted, 
more than 97% of American families 
cook today. There are fewer barriers 
to range sales than those that faced 
the refrigerator 10 years ago. 

Also, the survey goes on, the elec- 
tric range matches each of the six 
appeals that have sold more than 
9,000,000 refrigerators, and adds 
three appeals of its own. These are: 


THE NINE APPEALS 


1. Cleanliness. No smoke, no soot. 
True kitchen cleanliness. 

2. Pride of ownership. The newest 
form of cookery. 

3. Creative urge. Better, surer 
cooking results. Pride in cookery. 

4. Health. The cure for kitchen 
headache. 

5. Economy. Factory efficiency in 
home food production. Less food 
spoilage. 

6. Convenience. No pot watching; 
time and temperature controlled. 

7. Coolness. No flame, no heat tc 
be dissipated into the kitchen, no 
obstacle to proper air conditioning. 

8. Safety. No danger of asphyxia- 
tion. 

9. Release of time and sociological 
factors. More time saved for other 
tasks and leisure. The young wife in 
business vs. the young wife as an 


earner in the home. 
| 


PRICE DIFFERENTIAL LOW 


From a_ dollars-and-cents_ stand- 
point, a more favorable market is 
indicated for the electric range than 
for even the electric refrigerator, 
the survey states, in pointing to the 
following statistics as evidence: 

Price of a large electric refrigera- 
tor may be $250, compared with $25) 
for an ice box, a price differential of| 
10 to 1; whereas an electric range,| 
installed, costs $160, compared to $50) 
for a gas range, a price differential 
of but 3.2 to 1. 

The electric refrigerator has six 
principal sales appeals; the electric) 


or: i : . and at decided savings. 
also REMOTE aes to compartments ... . 
Meet Every cooling coils safel 


Need 


WILSON 


4 \ 


coy 


range duplicates these, and adds 
three (the last three named in the 
list above) of its own. 


But, where refrigerator manufac- 
turers spent millions of dollars in 
promotion in 1936, range manufac- 
turers were spending only thousands 
for the same purpose. Result was 
$328,000,000 in 1936 sales for refrig- 
erators, against $41,413,000 for elec- 
tric ranges. 


PROMOTION NEEDED 


Why must the electric range be 
advertised and promoted now, and 
not next year or two or three years 
from now? 


Because, the survey tells range 
manufacturers: 


1. Now you can finance promotion. 
2. If you let things drag, competi- 


tion will inevitably force range prices 
down. 


3. This will leave no margin for the 
promotion needed to build volume 
sales. 


“Electric range prices are now 
relatively high—that is high com- 
pared to what they will inevitably 
become,” the survey finds. “If the 
experience of other household appli- 


ances is any criterion, the electric 
range will inevitably have lower and 
lower retail price. 


“The low retail price is made up 
of much the same elements as are 
contained in a high retail price. Even 
percentage-wise, these various ele- 
ments may remain the same after a 
price has been hammered down from 
a high price to a low price. 

“However, from a dollars-and-cents 
viewpoint, the low retail price does 
not contain sufficient manufacturers’ 
margin, retailers’ margin, or dis- 
tributors’ margin to allow for an 
adequate promotion job. 


“The electric refrigerator people 
wisely did their promotion and adver- 
tising on a large scale in those years 
when average retail prices were still 
high.” 


Passano Opens Own Store 
In Miami, Fla. 


MIAMI, Fila.—Leonard W. Pas- 
sano, former salesman with the Bal- 
timore branch of Westinghouse 
Electric Supply Co., has opened a 
Westinghouse refrigerator and ap- 


pliance dealership here. 


MILLS 


COMPRESSORS 


Mills Novelty Company * 4100 Fullerton Avenue * Chicago, Illinois 


for Commercial Use 


6010 Yilmer 


Service More Units - Make More Money 
Sell the belt that fits the job 


Jobbers everywhere 


L. H. GILMER CO., Tacony, Philadelphia 


“THE OLDEST FIRM OF RUBBER FABRIC BELT SPECIALISTS” 


120-page Catalog 
Pocket Size — Fully Indexed 
Makes It easy to 
find the belt you want 
Get copy today 


C QUALITY-BUILT 
COMPRESSORS and 
CONDENSING UNITS 


The CHIEFTAIN line repre- 
sents precision manufacture 
and proven service, and is de- 
signed for all domestic and 
light commercial applications. 


Sizes range % to % HP. 
Write for prices. 


TECUMSEH, MICH. 


TECUMSEH PRODUCTS CO. 


\N 


Numerous tests... 


and patented system. 


cooling costs . 
system of cooling milk. 
Simple in design... 
extremely quiet 

Sizes to meet every need. 
Be Send for descriptive 
Milk Coolers. 

COIL, WALK-IN, 


~~ 


C2 


throughout the country... l 
prove that ZERO-FLOW Milk Coolers do a faster cooling job 


for night’s and morning's milk 


y located in center. \ 
is provided selectively in either compartment by the exclusive 


in all, 


Cuts Cooling Costs 
Speeds Cooling Time 


conclusively 


ZERO-FLOW has two nea 4 
- wit 
A neck-high water level 


The circulating water must pass downward and upward over 
the cooling coils, providing a maximum heat transfer, assuring 
a short running time of the compressor, and a lowering of 
i the most advanced and 


efficient 


circulator has but one moving part... 
. entirely automatic. 


folders of entire WILSON line of 
ZERO-FLOW, COLD-WHIRL, VERTI- 
“Dry Storage’. 


A territories still available. Write for dealer proposition. 
eS simnsiateiiiieaitens 
BINET CORP, Sim 


rna, Del. 


| ; 
~al AMS BS a ESR 9 Be ae ee Ra 
ce . 
300 = | 
$130 « ff a | 
larg. TTT LTT LTE y | ‘ 
1935) WA, A 
Soe oe | 
BEE Ly ; “sy meal : th 
a TLELIZ LA Pa | 
om cL ager | Rae , 
4 STL ger | ie 
on RRR 7 
. Lf unt po = 
s ST a” 
y cars SY Lg 
2 Fay TTT ———_ a 
next OY) 
oF asces aZ Yf,' y 
the Le / "WY eyes 
‘rom Pemrts a / Y Yy Vp 
inge WAY 
Sy HH 
hen, as | Yj Gy | 
uses — = a PERRGISE ee | | 
ae pas? a d | 8 ————eeeeeeeeeeeEEEEeSESEeEe——ee | 
urer —_| _| ee) | 
fers Se se i | 
nake a 7 
i re- | 
j up | 
nny a | 
sible, 
Z a 
| | 
ae ‘pecan ag 
F | ms : 3 Sins ety # : ‘ . 
a ee nce 
ee 
ae 
ouse | otuen et a 
rage | _ inne isp Bip Dien nee act Bde 
r to | ES HARRY ALTER'S bh, 
. | 2) K i | 
ot ’ (ut g we 3B “a P y DEPENDABOOK i! j 
than 4a 'S 19 Pe Nae << | 
ts Eee 103° mre, 
erly WA > PAF it , lot 40% et SY | 
= ee sons Pa anny fave gf [= =e 
s, — og ee oe cosas» 
new | gener iW ‘4 oe 
the | ’ : i a 
was | ee | = a le a 
143, | 7 
and i 
dled | - 
dent a .2 ; 
1) en | E ey Ne c 
ps SS F % . 
Sf re 7 ) 

, Li ‘Ahi \) ; | 
| _ 
Cree —— 
HURRRRERYZZ0 pa 
OG "A. 

a iy 7, - if { ' —~ 7 
'—YGGY | | fee | | ' py of i 
| HILLY AG aan me fee ee 
é y © 
y ‘A Wa i 
= AL | ol 

ET —— | 
oe ell 
| ati , | 5 ia E 3 = appt —— 
=00,000 —3 = mu iit —— 2 ; 
| [er Sa || 
cae Se MS Aa BEES: hin CRETE Y ‘ —s 
| Ze. aaa 
geepeee 77 a = — | 
eae BO | ee — 

4 

47 a : 


